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In an intéresting ; it convinces the pub- 
tscussion of the MER, PAGE'S SENSIBLE COMMENTS ON i that the com 
philosophy of the pany is not relying 
telephone _ business, THE ‘TELEPHONE BUSINESS on its fortunate lack 


Arthur W. Page re- 

cently gave utterance to some comments 
that are certainly overlooked by the gen- 
which 
Moreover, it is probable that tele- 


eral public telephone companies 
serve. 
phone men themselves do not give these 
ideas sufficient consideration. As vice- 
president of the Bell system, Mr. Page 
devotes his attention to publicity matters 
which, of course, are closely allied to 
public relations. 

He recognizes that the monopoly which 
public service companies enjoy these days 
makes it necessary that they be extremely 
careful how they conduct their business, 
because, as he says, the American people 
have an against 


ingrained prejudice 


monopoly. Two points he emphasizes as 
One 


panies under state regulation consider their 


important. is that telephone com- 
patrons as residuary legatees of all bene- 
fits, not their stockholders, as in other lines 
of general business whose sole aim is to 
mak profits for their shareholders. 

+ * * * 


In amplifying this view, Mr. Page says: 
‘ - 


“When you come to the telephone indus- 
try, ‘here have been no excess profits 
bey: the cost of doing the business. 
There have been no excessive or specula- 
tive fits. 

“The public has paid what you might call 
the cst of carrying on the business, and 
that is all. And I think, by and large, the 
telephone business has been as efficient as 
those industries which have been en- 





couraged by the large fortunes made under 
regulation or under competition. 
“Moreover, it appears to me that it is 
very much pleasanter to work in an in- 
dustry that is devoted to the public service 
as its main object than it is to work in a 
place, for instance, where one of the main 
objects is to make some more money for 
particular individuals. There is a single 
objective, and a higher social objective in 
our position, than there is ina place where 
you we/k partially to serve the public and 
partially’ to see if you can’t increase the 
income uf some particular person or group 


of persons.” 
*K * * * 


The second point made by Mr. Page 
relates to what he calls “another indict- 
ment of monopolies that is common in the 
that a 


monopoly is slothful, because, having no 


public mind,” namely, the idea 
competition, it is not under the necessity 
to struggle to improve its methods and 
This is 
theory that because there is only one tele- 


keep advancing. based on the 
phone company in a town it would be 
natural for the local management to drift 
along and merely mark time, and “get by.” 

His answer to that is a constant, un- 
remitting selling policy so that the com- 
munity is reminded every day that the tele- 
phone company thinks enough of its non- 
competitive situation to be anxious to sell 
service to every possible customer in the 


area. The remedy suggested is good, for 


of competition, but 
is sincerely ambitious to render service to 
all in its community. 

“If you are trying to sell the public 
everything you have, exactly as a man who 
must do that in order to live, the public 
will recognize that you are interested in 
them,” says Mr. Page. “They will in- 
stinctively know that you can’t serve a 
man unless you have sold him a telephone, 
and they will judge your desire to serve 
him to a considerable extent by your desire 
to sell him. I suppose that is true all over 
the world, but I am certain in the United 
States, which is a selling country, that an 
institution that doesn’t try to sell will be 
differentiated from the ordinary business 
and marked as slothful. 

“Accordingly, from a public relations 
point of view, we should be interested in 
a selling campaign for its own sake. Such 
a campaign is an indication of a state of 
mind which we must have in order for the 


If the 
whole personnel is endeavoring to sell, you 


public not to think we are slothful. 


will find it makes a difference in their state 

of mind.” 

Telephone Competition. 
Notwithstanding the elimination of dual 

plants, however, there is competition for 

is the 

competition for the dollar of the house- 


the single telephone company. It 


holder who is being constantly importuned 
to put his money into countless other de- 


vices which are being poured out in this 


machine age. 
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To that extent the telephone is in daily 
competition with a long list of time- and 
labor-saving conveniences that increases as 


time goes on. 
* * * x 


On this subject Mr. Page, using an 
effective comparison, comments: “Of 
course, we do have, in spite of the 


monopoly, in one sense of the word about 
as severe competition, if not more so, than 
most people. I don’t think we always 
recognize how severe the commercial com- 
petition is. 

“You can get it clearly if you think of 
what the plumbing people did during the 
time the telephone has been in business., I 
don’t know the dates, but the real bath- 
room era came along about the same time 
as the telephone era. Plumbers have con- 
vinced people that they need a lot of bath- 
rooms, and they do not talk about saving 
a few dollars or about small economies 
when they plan to put plumbing into their 
homes. Everybody goes out on a generous 
scale, and certainly a scale of amazing 
generosity as compared with 30 or 40 years 
ago. 

“Those 


been getting the money that we might have 


fellows—the plumbers—have 
had if we could have had people thinking 
they had to have five or six telephones. The 
vacuum cleaner ‘and other similar con- 
veniences are in competition with us. We 
the con- 
Then, of 
course, we have the competition that is 


are in competition with all 


veniences and comforts of life. 
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COMING CONVENTIONS. 


United States Independent Telephone 
Association, Stevens Hotel, Chicago, 
October 22, 23, 24 and 25. 

Independent Pioneer Telephone As- 
sociation of United States, Stevens Ho- 
tel, Chicago, October 24. 

Illinois Telephone Association, Spring- 
field, Hotel Abraham Lincoln, Novem- 
ber 20 and 21. 








inside the business which I believe to be 
unparalleled.” 

His last reference to competition in the 
field relates to the persistent efforts of all 
branches of the telephone industry in both 
groups to originate new and improved 
methods and ideas, practices and appliances. 
Couzens Bill Opposed. 

When the American 
holds its annual convention at Memphis 


Bar Association 


next month, its standing committee of radio 
laws will make a report which will take 
a swift kick at Senator Couzens’ proposal 
to create a federal commission to regulate 
all forms of communication, including in- 
terstate telephone service. This committee 
has for its chairman Louis G. Caldwell; 
Federal Radio 


Commission, who has filed with that body 


special counsel for the 


a copy of the report intended for the 

guidance of the lawyers’ organization. 
Just why the Bar Association should 

express its opinion on the question of regu- 


lating communications any more than any 
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other trade or professional organization is 
not clear, unless it is because Mr. Cald- 
well wants to fight the Couzens bill. 

One of the high spots in the committee 
report is its recommendation that the anti- 
monopoly provisions of the radio act be 
repealed so as to permit the merging of 
wire and wireless companies. The reason 
given for this change is so that this coun- 
try will not be at a disadvantage in the 
race with other nations for control of 
world communication. 

This sounds impressive, but it will be 
interesting to observe how Congress reacts 
to any proposition to destroy anti-monopoly 


barriers. 
* * * * 


Without much mincing of words, the 
Bar Association committee recommends 
that the Couzens bill for a communications 
commission be opposed “for the present,” 
on the ground that radio regulation is not 
yet at such a stage where it can be safely 
assimilated with rules and methods for the 
control of wire communications such as 
telephone and telegraph. Needless to say, 
both the telephone and telegraph interests 
also will desire to have something to say 
about the new commission which Senator 
Couzens hopes will be authorized to regu- 
late their business. 

With the various state commissions un- 
willing to share their control over such 
companies there will be much discussion— 
not to say spirited fighting—before the 


Couzens measure actually becomes a law. 


Contest Method of Training Salesmen 


First Step in Active Sales Policy Is to Train Employes to Become ‘‘Sales- 
minded’’—Training of Older Employes Presented Difficult Problem—Earlier 
Methods Tried With Little Success—Contest Method Received Enthusiastically 


By Max W. Newby, 


Sales Engineer, Southwestern Bell Telephone Co., St. Louis, Mo. 


Abandoning, a few years ago, the gen- 
eral prevailing belief that if a person 
wanted or needed a telephone he would 
come to the business office and apply for 
it, we adopted an active sales policy. This 
policy contemplated the active sale of tele- 
phone service to all persons not already 
subscribers. Our first step, of necessity, 
was to train our employes to become “sales- 
minded,” and to become familiar with the 
principles of salesmanship which are the 
same in all lines of endeavor. 

Faced suddenly with this problem of 
quickly training a group of district, local, 
and group managers to actively canvass 


and sell telephone service, we knew we 
were confronted with a_ difficult job. 
These managers, bear in mind, were all 
old telephone employes, some of them ex- 
plant and ex-traffic men. None of them 
was even slightly familiar with the tech- 
nique or fundamental principles of sales- 
manship. And, what made our job doubly 
hard, they could not be called in from the 
field to attend a sales school for any length 
of time, because of responsibilities in their 
district offices. 

The training of our new salesmen, whom 
we were then engaging, did not cause us 
much apprehension because they could be 


trained in groups, several days at a time, 
before being put in the field to actively 
sell. They could be taught collectively the 
fundamentals of the telephone business and 
the principles of selling its service. No, it 
was not these men whose training would be 
difficult. It was the old employe, ac- 
customed to office routine and clerical du- 
ties, whose attitude we must change. He 
must be converted from an “order-taker” 
into an alert, wide-awake salesman. 
Earlier Training Methods. 
Several methods of training these old 
employes were tried out, but only with 4 
fair degree of success. We were for ed 











ne, 
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to admit that the real answer to our prob- 
lem had not been found. Our managers 
were still far from salesmen. 

Possibly it might be well to mention and 
describe briefly some of the various means 
we used in training these people. 

First, of course, we established sales 
quotas, giving each man a definite amount 
of service to sell each month. It is neces- 
sary at all times for the salesman to have 
an objective at which to shoot. These 
quotas were based on our market analysis 
of each man’s territory and our estimate 
of his capabilities. 

Then, we began to pass out sales litera- 
ture of all sorts. Flashy, inspirational 
messages containing the essence of good 
salesmanship were sent to all the man- 
agers. All sales hints and tips we could 
gather, were passed on to them. 


Frequent division sales conferences, at 
which all managers in the division were 
present, were held where our job was dis- 
cussed and sales methods talked over. At 
these conferences, each man’s quota was 
discussed with him and we suggested how 
he might realize it. Material we had 
gathered from the sales data published by 
several sales service agencies and from our 
own experience was presented to these men. 

A monthly sales organ, in which we 
showed comparative standings in the vari- 
ous sales activities and related actual ex- 
amples of how the different managers 
were selling certain classes of service, was 
originated. It is believed that this sales 
organ has been a very beneficial and im- 
portant part of our training program. 

These are only a few of the more im- 
portant phases of our training plan, each 
of which played a vital part. Still, we 
were not satisfied. We were telling them 
how to sell, telling them how others sold, 
and equipping them with all the sales am- 
munition we could find. But the results 
were not forthcoming. We could check up 
on the selling technique of almost any one 
of our managers and find, not only weak 
points, but actual violations of the prin- 
ciples of salesmanship. 

Salesmen Must Be Shown. 

What we must do in order to train them 
was to show them. There is nothing so 
impressionable and lasting as a visual im- 
age. You can tell a man a hundred times 


how to do a thing, but one actual demon- 
Stration will accomplish better results than 
all of your 100 lectures. Somehow, any- 


thine we see acted out always sticks in our 
minds, while a lecture is likely to pass in 
one car and out the other. 


Having decided that to really train these 
Manacers we must actually show them how 
ser\ could be sold, our next step was to 
det ine a means of demonstrating those 
‘undsnental principles we had been teach- 
ing. iould we call all the managers to- 
get! get up, and act out some of those 
Pring s? 

W 


lecided in the negative for they 
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would doubtless say: “Oh, well, he’s all 
right here in the conference room, but I'll 
bet he couldn’t go out on the street and 
sell. Anyway, he hasn't anything else to 
do but study selling; he ought to know 
how to do it.” 

No, the demonstration had to come from 
one in the ranks; a supervisor could not 
put it over and make it stick. But, how to 
select the man and how to demonstrate 
these aforesaid principles was the problem 
then confronting us. 

Why Not a Contest. 
Then, at a sales conference last Sep- 
tember, while two of the managers were 
arguing over how to sell a particular item 


of service, the idea struck us. Why not a 
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the participants at least 24 hours in ad- 
vance of the meeting at which they are to 
be presented. 

2. The sequence of the problems will 
be determined by lot. 

3. The customer must endeavor to act 
true to life. It is not true to life for each 
customer to have a complaint, 

4. The customer’s statements regarding 

his condition and circumstances shall be ac- 
cepted as true. 
5. Awards shall be on the merit of the 
salesman’s technique, rather than on re- 
sults, giving consideration to resourceful- 
ness, appeal and speed. 

6. Each member of the jury of awards 
shall vote separately and the votes shall 








Getting the Prospect to “Sign on the Dotted Line’’ in Salesmanship Contest in the East 


Missouri 
salesmanship contest? Why not stage a 
series of sales interviews, a manager par- 
ticipating in each, and reward the best in- 
terview with a prize? 

Well, the idea was so radically different 
from anything we had previously tried that 
at first we were afraid it was impractical. 
But the more we thought of it, the better 
we liked it. The idea of installing a spirit 
of competition in the demonstration to 
make each man stretch himself to the ut- 
most struck us as being particularly de- 
sirable. Again, we would be accomplishing 
our desire to have the principles demon- 
strated by the salesmen themselves. From 
the group as a whole, we felt sure that 
most of the fundamental principles would 
be covered. 

After more consideration, we decided to 
try the p!an anyway. No harm could re- 
sult and much good might be derived from 
it. A committee of sales supervisors was 
appointed by our general manager to draw 
up detailed plans for the contest. This 
committee met and after much discussion 
agreed upon a set of rules governing the 
conduct of the contest which I will list 
inasmuch as they describe in detail the 
contest procedure. 

Rules of the Contest. 
1. The problems will be announced to 


Division of Southwestern Bell Telephone Co. 


be averaged. Ten shall be the award for 
perfection in each event. 

7. One point will be taken from each 
contestant who fails to explain the bill- 
ing and collection practices as follows: If 
the problem is a conversion problem, al! 
collection and billing practices, including 
billing in arrears and rotation billing, must 
be explained. In the case of an existing 
customer, rotation billing and the fact that 
we are billing in 
plained. 


arrears must be ex- 

8. The jury of awards shall consist of 
four persons. 

9. A sales counselor will comment on 
each presentation. 

10. There shall be an umpire 
function is to see that the 


whose 
rules are 
observed. 

11. In the case of a tie, the jury of 
awards will specify a new problem to be 
participated in by each contestant, neither 
of whom is present at the other’s demon- 
stration. 

12. The contestant receiving the high 
est award among the district managers 
shall be presented with the cup and it will 
remain in his possession until the next suc- 
ceeding contest. Any contestant winning 
the cup three times (not consecutive) shall 
have permanent possession of it. 
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Next a jury was appointed to adjudge 
the winner, each juror balloting separate- 
ly and the votes being averaged to deter- 
mine the final score. A sales counselor, 
one experienced in the art of selling and a 
member of the general staff, was next se- 
lected to criticize both favorably and un- 
favorably each demonstration. An um- 
pire was chosen to conduct the contest and 
see that all rules were adhered to. Per- 
sons taking the part of the customer or 
prospect were chosen from among the man- 
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children, a girl the age of 14 and a boy 
whose age is 17. He is trying to send the 
boy through college. Prospect lives in 
fairly nice residential district. He has no 
relatives in the town in which he lives. 

This contact takes place on Saturday 
afternoon at the prospect’s home. It was 
initiated by the salesman who is making a 
house-to-house canvass and is the first con- 
tact between salesman and prospect. 

This first contest, held among the man- 
agers in our Arkansas division, proved to 


Selling a Prospect in the Salesmanship Contest at St. Louis, of Southwestern Bell Tele— 
phone Co. in Which Understanding of Princisles of Selling Was Demonstrated. 


agers and they were charged to act “true to 
life.” 
Sales Problems Drawn Up. 

The committee drew up a list of sales 
problems, each illustrating the sale of some 
particular item of service or some out- 
standing sales objection. I will mention 
here briefly three of the problems which 
are representative of the type of problems 
selected : 

1. Sell additional service to a wholesale 
jewelry house served from a manual of- 
fice on the basis of a “busy” report from 
the traffic department. Subscriber now has 
one flat rate business line and three ex- 
tensions. 

It is necessary to change his present 
telephone number in order to give him 
auxiliary service on his additional equip- 
ment and he has just printed $800 worth 
of stationery on which his telephone num- 
ber has been printed. 


2. Sell P. B. X. to a subscriber having 


two flat rate business lines and four ex- 
Subscriber is manager of a real 
estate concern occupying the entire sec- 
ond floor of an office building. 


tensions. 


His suite of offices consists of one large 
office, in which are located seven stenog- 
raphers and clerks, six smaller offices 
housing salesmen and officials of the con- 
cern, a larger office for his secretary, and 
a large spacious room for his private of- 
fice, 

3. Convert a residence non-user to a 
used. Prospect lives in modest six-room 
house which he is buying on payment plan. 
He is salesman in the furniture department 


of a large department store. He has two 


be a great success. Delightfully entertain- 
ing to all who attended, it was also educa- 
tional to the Nth degree. Not only did 
the participants benefit from it but all who 
attended gained much knowledge of the 
principles of salesmanship. 

As we had anticipated, practically all 
the sales technique and principles of sell- 
ing we had been teaching were illustrated 
in one or more of the sales interviews. It 
appeared then that the contest had been a 
success so far as we were concerned. 


Never have I seen a group of sales- 
men more enthusiastic about anything than 
these managers were about that contest. 
Each entered right into the spirit of it, 
determined to win that cup if he could. 
Although serious in their entire aspect, the 
interviews were full 
true-to-life incidents. 

So enthusiastic were the contestants 
about this contest that, as soon as it was 
concluded, they began asking when there 
would be another. And I believe I can 
safely say that their enthusiasm and in- 
terest were not prompted by any motive 
other than a desire to see again the fun- 
damental principles of selling demonstrated 
so that they might actually go out and use 
them effectively in their day-to-day selling 
job. 

Gratified with the success with which our 
first contest had met, we then staged one 
in each of our other two divisions with 
practically the same results. Again we 
found that same boyish enthusiasm ex- 
hibited by men 40 years old, and that in- 
tense interest shown by all present. And 
again we found the salesmen just eager to 


of humorous, yet 
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be shown what we had been trying to tell 
them, eager to go out and practice what 
they had learned from the sales interviews. 

A final contest was then staged, consist- 
ing of the winners of the three division 
contests to determine the best salesman in 
the entire area. This contest was put on 
before the general managers of our coni- 
pany, all of whom stamped it with their 
approval as being a worth-while training 
method. 

The winner of this contest was awarded 
a large, handsomely engraved silver loving 
cup as a reward for his excellency in sales- 
manship. The cup for the final contesi 
was awarded by our general manager. 
Contests to Feature Sales Conferences. 

Pleased with the results of our first 
contests, we plan to make them a part of 
every sales conference in the future. As 
evidence of the fact that the contests did 
help us train our organization, we still hear 
them referred to by the managers. 

Some particular point on selling will 
arise and in discussing it, the salesman 
will make reference to how it was brought 
out at the contest. Also we fail to find 
now any serious violations of the funda- 
mental principles of selling, when observ- 
ing the interviews of our _ salesman- 
managers, as we may now call them. We 
also find that the number of interviews 
required to make a sale has decreased, and 
we feel justified in attributing at least a 
part of this improvement to our salesman- 
ship contests. 


Transatlantic Telephone Service 
Placed on 24-hour Basis. 

To meet the requirements of a con- 
stantly-increasing traffic, transatlantic 
telephone service was placed on a 24-hour 
basis on September 10. The round-the- 
clock service extends to all points in Eu- 
rope now connected to America by the 
overseas circuits. For the past year the 
daily service period has been from 6:30 
a. m. to 10 p. m., New York time. 

This enlargement of the service has 
been facilitated by the recent opening of 
the short wave radio transmitting center 
of the American Telephone & Telegraph 
Co. at Lawrenceville, N. J. Two short 
wave transmitters are now in operation 
there, providing, with the original long 
wave circuit, a total of three radio tele- 
phone channels across the Atlantic. 

Due to the difference in time between 
points linked to the overseas telephone—a 
maximum of nine hours between Cali- 
fornia and Middle Europe—the service has 
not hitherto been available everywhere 
throughout the business day. This week's 
extensiom removes this drawback. It is 
expected to make the use of the service 
even more convenient, though it cannot 
eliminate the time handicap, in consequence 
of which the business men in San Fran- 
cisco are reading. their morning mail 1g 
after those in Vienna have gone home to 


supper. 








Fi, 








Reducing Power Circuit Parallel Noise 


Growing Importance of Inductive Coordination—Two Factors to Consider in 
Lessening Noise—Explanation of ‘“‘Balanced’’ Telephone Circuits—Effective 
Soldering Methods—Some Suggestions For Cleaning Iron Wire Before Soldering 


By T. De Witt Talmage, 


Transmission Engineer, Illinois Telephone Association, Springfield, IIl. 


One of the factors upon which the in- 
telligibility of a telephone conversation de- 
pends is the absence of objectionable noise 
and crosstalk. Most telephone men have 
had considerable experience and success in 
eliminating crosstalk; but the reduction, 
insofar as practicable, of the interfering 
effect of noise arising from exposure of 
telephone circuits to electric light and 
power circuits has been a more difficult 
problem. 

During the past year the electric light 
and power industry has been unusually 
active. As a result of this activity the in- 
dustry has shown a substantial growth in 
number of customers and additions to its 
outside plant. Outside plant extensions in- 
cluded not only electric substations, serv- 
ice connections and meters, but transmis- 
sion and distribution lines and systems. 

At the same time this growth has been 
coupled with the tendency of the electric 
light and power companies toward inter- 
connection of adjacent systems and co- 
ordination of operation. This coordinating 
movement is responsible for the construc- 
tion and operation of high voltage trans- 
mission lines which, under certain condi- 
tions, are very detrimental to telephone 
service in the near vicinity. 

In addition to the high voltage transmis- 


sion lines, much progress is being made in 
extending the relatively low voltage dis- 
tribution service to the approximately 
30,000 towns and the 9,000,000 homes 
which are not now served. Most of these 
30,000 towns will undoubtedly be supplied 
with electricity in the course of time and 
the manner of reaching them will be 
largely by transmission line extensions 
from the 4,148 existing generating stations 
in this country. 

About two-thirds of the 9,000,000 homes 
not served are those of farmers; and 
counting three farmers to the mile of line, 
there will be required over 2,000,000 miles 
of electrical distribution line to serve 
them. This rural mileage would alone 
reach around the world nearly 100 times. 

The foregoing figures illustrate con- 
vincingly that the problem of inductive co- 
ordination, while it has been important in 
the past, will be still more important in 
the future, especially in the smaller rural 
exchange areas. This is for the reason 
that these extensions of electric light and 
power circuits will, in a great many in- 
stances, occupy the same roads and high- 
ways that the telephone lines are now oc- 
cupying alone. 

This condition also means that on high- 
ways, where two or more telephone lines 
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Mr. Talmage Outlines Some Excellent Sug- 

gestion in This Paper for Giving Subscrib-— 

ers the Kind of Service That They Would 
Like to Receive. 


on both sides of the road are monopoliz- 
ing the right-of-way, the time is not far 
distant when the telephone companies will 
have to get together, cooperate and elim- 
inate duplication of facilities by using one 
pole line on the opposite side of the road 
from the new power circuit. 

The fundamental frequency for power 
transmission is usually 60 cycles per sec- 
ond but due to imperfections in wave 
form, it may have harmonics within tele- 
phone frequencies. The most important 
frequencies in voice transmission are from 
700 to 1,100 cycles per second. The energy 
transmitted by the power line may in some 
cases be as great as from 10,000 kilowatts 
to 100,000 kilowatts. (The prefix kilo is 
the Greek word for 1,000.) And even the 
energy in the form of harmonics may be 
as great as one to ten kilowatts. On the 
other hand the energy being transmitted 
by a telephone circuit may be as small as 
0.00001 watt. : 

The electric line energy is one billion 
times as great as that of the telephone line. 
We might, therefore, expect inductive in- 
terference from a power line even for a 
short parallelism at a considerable distance 
away, due to this extreme ratio of the two 
quantities of energy. 

The presence of noise in telephone cir- 
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cuits coming from such sources has a seri- 
ous reaction upon the telephone service. 
An amount of noise that might be consid- 
ered as small may appreciably reduce the 
intelligibility of the conversation and in 
addition annoy the subscribers. This effect 
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It will be found advisable to change this 
type of circuit to the more satisfactory 
metallic circuit and install coordinated 
transpositions. By “coordinated transpo- 
sitions’ we mean efficiently located trans- 
positions in both power and telephone cir- 
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Fig. 2. Noise Caused by Tree Ground. 


will depend upon both the volume of the 
noise and the frequency. 

It is easy to understand how the inter- 
fering effect depends upon the noise vol- 
ume, and Fig. 1 shows a curve which 
illustrates the interfering effect in a tele- 
phone receiver of noise currents at dif- 
ferent frequencies. This is an average 
curve derived from several different meth- 
ods of determining this information. The 
19th harmonic of the 60-cycle current is 
19x60 or 1,140 cycles. This frequency, as 
the curve shows, is six times more annoy- 
ing than the 7th harmonic or 420 cycles. 
Do not let this word “harmonic” frighten 
you, for it merely means a frequency in 
the power circuit which is some multiple 
of the fundamental 60-cycle frequency. 

The induction from the fundamental fre- 
quency never becomes objectionable from 
a noise standpoint, unless it is of such 
magnitude as to cause a physical hazard. 
It has been found that those harmonics 
between the 7th and the 19th are the most 
objectionable, because they cover the range 
of frequencies which are most commonly 
used in telephone circuits. 

In practice there are two remedial pro- 
cedures for lessening noise on exposed 
telephone circuits : 

1. Keeping all telephone circuits well 
“balanced.” 

2. Special engineering study for each 
specific case of exposure, possibly involv- 
ing the design of special layouts of trans- 
positions in both the open-wire telephone 
lines and the power circuit. 

Transpositions in power and telephone 
circuits constitute a very important factor 
in reducing the interference experienced 
from parallelism of these two classes of 
circuits. The function of transpositions 
is to equalize the relations of the several 
members of a circuit, comprised of two 
or more parallel conductors, by interchang- 
ing the conductors so that they experience 
similar conditions in a given total length 
to each other and to nearby influences. 

Grounded circuits cannot be transposed. 


cuits for the purpose of reducing inductive 
effects in telephone circuits. 

In the design of coordinated transposi- 
tion systems for parallels a wide variety 
of conditions is encountered. Particularly 
is this true of parallels which have been 
in existence for some time and where the 
lines were located with little thought or 
regard of inductive interference. 


Thus unnecessary crossovers, irregulari- 
ties of separation, power and telephone 
transpositions so located with respect to 
each other as to be very ineffective, and 
the like, are found, besides the unavoidable 
points of discontinuity. Hence nearly 
every case presents some unique features 
which require the services of a capable and 
experienced engineer who is familiar with 
the art of inductive interference mitiga- 
tion and who has specialized in methods 
of meeting and overcoming obstacles of 
this sort. 

Some of the more progressive telephone 
associations maintain an engineering de- 
partment which solve problems of this 
kind. Because of the highly-specialized 
nature of this work having to do with the 
design of layouts of transpositions, we 
shall confine our discussion here to the 
maintenance of well-balanced telephone 
circuits and its relationship to noise. 

Transpositions are wholly effective in 
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balancing the wires of a circuit against 
either noise interference or crosstalk only 
when the conductors of the circuit are in 
all other respects electrically equal or ba'- 
anced throughout their entire length. In 
other words, the sides of a “balanced” cir- 
cuit should be symmetrical in their rela- 
tions to each other, to ground and to other 
nearby circuits. 


To illustrate the necessity for a high 
degree of balance in a telephone circuit 
exposed to a power line, let us refer to 
Fig. 2. Here we have pictured a section 
of a telephone circuit exposed to a paral- 
leling power line. Let us assume that this 


. section of line throughout the exposure is 


properly transposed so that the induced 
voltage to ground in one wire is equal 
and opposite to that induced in the other 
wire, or that Ei—E2. The current that 
would circulate in the telephone line due 
to these opposing voltages would be zero, 
providing that the two wires were bal- 
anced with respect to ground and with re- 
spect to all other foreign conductors. 


Now let us note the effect of a leakage 
somewhere along wire No. 1 to ground 
(not necessarily along the exposed section, 
however) as represented by the tree leak, 
G. The induced voltage, F:, will cause a 
current to flow through the tree leak, G, to 
ground, or the tree leak will, in effect, 
shunt this current to ground. On the 
other hand, the voltage, E2, will cause a 
current to flow to ground through the tree 
leak, G, but in doing so will flow through 
the subscriber’s station, thereby causing a 
noise to be heard by the subscribers. 


The degree of seriousness of the noise 
produced will depend, of course, upon the 
magnitude of the unbalanced current flow- 
ing through the subscribers’ stations, and 
this in turn will be controlled by the re- 
sistance of the tree leak, G. It should be 
noted, however, that poor insulation is not 
of itself necessarily a cause of noise; even 
though the insulation of the telephone cir- 
cuit is very poor, if the leakage is the 
same for both wires of the circuit, the 
noise induced in the two conductors by the 
power line will still balance out. It is the 
presence of unequal leakage to ground, as 
between two conductors of a circuit, that 
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Noise Caused by Conductor Resistance Unbalance. 
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is responsible for the unbalance current 
flowing through the subscribers’ stations. 

It may be of interest to observe the 
condition of equal leakage from two con- 
ductors of a circuit to ground. Supposing 
we had another tree leak directly opposite 
G and of the same resistance, what would 
happen ? 

The current flowing to ground would be 
the same for both leakages and the noise 
voltages would balance out—but the two 
leakages would form a high resistance 
short circuit between the sides of the cir- 
cuit, and the result would be that the 
volume of transmission would be impaired 
in proportion to the resistance of the leak- 
ages. This condition does not occur fre- 
quently in practice and is, therefore, 
largely of academic interest. 

The foregoing explanation makes clear 
why it is necessary to keep the insulation 
high of telephone circuits which are ex- 
posed to power circuits. It may be found 
that double petticoat insulators will give 
a higher degree of insulation than the 
ordinary pony insulator. This is for the 
reason that the double petticoat type has 
a longer leakage distance from the tie wire 
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causes the line to be noisy as in the case 
of the tree leak to ground. 

In the small exchange one of the great- 
est offenders against well-balanced circuits 
and good transmission in general is the 
high resistance joint. Where new iron 
wire is put up the universal practice is to 
use tinned copper shelves in making the 
joints. Copper wire, of course, demands 
copper sleeves for a well-made joint. 

In making sleeve joints it is important 
that the wire be clean before it is slipped 
into the sleeve. Many times it is not pos- 
sible to actually sce the dirt that prevents 
making a joint of negligible resistance. 
This is for the reason that a transparent 
film sometimes collects on the wire, which 
offers a high resistance to the feeble voice 
currents used in telephone conversations. 

Cleaning the wire with a piece of fine 
sandpaper or emery cloth will usually be 
sufficient to insure a gocd sleeve joint as 
correct storage and handling of the sleeves 
How- 
ever, in exposed sections it will probably 
be found advisable to even solder the ends 
of sleeve joints in iron wire to insure the 
joints will continue to have a_ negligible 


is ordinarily given proper attention. 














Fig. 4. A Tool That Has Been Successfully Used to Clean Rapidly the Roughest Iron 
Wire Before Soldering the Joint. 


to the pin than the single petticoat type. 

Not only will a leak, G, from one con- 
ductor to ground result in a noisy line 
even though well-transposed against power 
exposure, but any other form of unbalance 
will likewise make a line noisy. Fig. 3 
represents a section of an exposed line 
where there is more resistance in one wire 
than the other, due, for example, to a de- 
fective sleeve joint. This resistance un- 
balance is represented by R. 

Each unit length of each conductor of 
the circuit has capacity to ground and 
capacity to other conductors in the same 
way that there is bridged capacity from 
one wire to the other. These capacities 
to ground are represented schematically 
by condensers Ci, C2, Cs and Cs. 

Now the induced voltage in wire No. 1, 
which we shall call E;, will cause a cur- 
rent to flow to ground through the con- 
densers, C; and C;. Similarly, the induced 
voltage E, will cause a current to flow to 
Sround through condensers C, and C2. But 
because of the presence of the resistance, 
R, in series with the condenser, C2, the 
current flowing to ground in these cases 
will not be the same as for wire No. 1. 
Conseciiently, there will be an unbalanced 
noise current around through the sub- 
scribers’ station at C. This condition 


resistance throughout the entire life of the 
wire. 

It is not recommended that joints in old 
iron wire be sleeved. The most satisfac- 
tory method of making joints in old iron 
wire is to clean the wire thoroughly and 
solder. The wire should not only be clean 
but, in addition, in order to make a joint 
that will remain satisfactory indefinitely, 
the wire should be smooth enough to 
“take” the solder. 


Fig. 4 shows a tool that has been suc- 
cessfully used to rapidly clean the rough- 
est iron wire before soldering the joint. 
This tool is made from a 10-inch square 
file. The end that usually takes the handle 
has been heated and bent in the shape of a 
hook. This hook can be slipped over the 
rusted iron wire and in a few seconds of 
scraping the worst of the rust is removed. 

By putting a handle in the middle of the 
file, the edges may be utilized for clean- 
ing also. 

A strip of emery cloth can then be used 
to make the wire smooth enough so that 
the solder will flow quickly and evenly 
over the clean surface. A joint made in 
this manner in old iron wire will not 
only improve transmission by reducing 
circuit unbalance and increasing the trans- 
mission effectiveness of the line, but will 
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also reduce the cost of line maintenance. 

Careful attention to the principal points 
covered in this brief paper will go a long 
way toward giving your subscribers the 
kind of service that they are paying for 
and which they would like to receive. 
Two Mid-Summer Conferences 

Held by Minnesota Association. 

The Minnesota Telephone Association 
held its mid-summer conferences at Man- 
kato on August 8 and 9, and at Alex- 
andria on August 22 and 23. 
general program was followed at both 
meetings, with a “Welcome to Our City” 
given by the mayor, and a response by 
President Irving Todd of the Minnesota 
Telephone Association. 

J. P. Mason of the Northwestern Bell 
Telephone Co. talked on “Rural Service”; 
R. P. Wilder of the Tri-State Telephone 
& Telegraph Co., St. Paul, on “Commer- 
cial Aspects of 


The same 


Telephone Business at 
Present Time,” and H. B. Nelson of the 
Northwestern Bell Telephone Co. on 
“Lightning Effects to Telephone Plant.” 
The afternoon sessions were given over 
to plant and traffic discussions. On the 
mornings of,the second day of the meet- 
ings, H. B. Nelson talked on “Improved 
Plant Conditions and Follow-up Demon- 
stration,” 
day at 


The afternoon of the second 
Mankato, Mr. and Mrs. P. M. 
Ferguson entertained the representatives of 
the telephone companies at a picnic lunch- 
eon at Lake Washington, about 15 miles 
from Mankato. 

At Alexandria, E. L. Wright and the 
board of directors of the Alexandria Tel- 
ephone Co. were the hosts. On the af- 
ternoon of the second day the majority of 
the representatives attended the Douglas 
County Fair. The registration at Mankato 
was 112 and at Alexandria, 96. 

In former years the association has held 
two series of district meetings but this 
summer the directors decided to hold the 
two conferences. 

Northern Indiana Association Held 
Meeting Last Week. 

A meeting of the Northern Indiana Tel- 
ephone Association was held at the Fair- 
view Hotel on Lake Manitou near Roches- 
ter, Ind., September 4 and 5. Roscoe 
Pontius of the Rochester Telephone Co., 
president of the organization, presided. The 
first session was held Wednesday after- 
noon when Kenneth Gorrell of Bremen, 
Ind., talked on “The Quest for Happiness.” 
Lura McClure of Argus talked on “What 
the Public Says About Us and What We 
Should Say Back.” A_ general round 
table discussion was led by Lillian Cox of 
Knox. <A banquet, followed by a boat 
ride, closed the day. 

The following morning two sessions were 
held, one for men employes and one for 
the operators. Subjects of interest to the 
employes were discussed. The conven- 
tion closed at noon. 














Progress in the Telephone Industry 


Evolution Which Has Taken Place in Our Lives Due to the Development of 
Public Utility Service of All Sorts, Including the Telephone—Ways of Extend- 
ing the Field—Address Given at the South Dakota Association Convention 


By Frank Milhollan, 


President, Central West Public Service Co., Omaha, Neb. 


Within the memory of most of us, there 
has come a profound change in social and 
business life. It has not come as a revo- 
lution—rather it has been an evolution. 
The change to which I refer is due to the 
development of public utility service, such 
as telephone and telegraph service, electric 
service, gas service, automobile transpor- 
tation, aeroplane transportation, and motor 
car service, to say nothing of the remark- 
able progress which has been made in the 
development of radio. 

We accept these changes as a matter of 
course, yet only a comparatively few years 
age, the telephone was unknown; and our 
parents and grandparents were lighting 
their homes and business places with kero- 


sene lamps and candles; horse-drawn 
vehicles were used for so-called rapid 
travel. 


We know that today in the business 
world, in general, drastic changes are tak- 
ing place in the methods of manufacture, 
financing, organization, selling and distrib- 
ution. Those institutions, large or small, 
which are keeping abreast changing condi- 
tions, are thriving and healthful. The 
ones which do not, are soon swept under 
by the tide of economical upheaval. 


Competition for Income. 


In the telephone industry, we are some- 
times inclined to feel that our business is 
dificult, and that the ordinary rules do 
not apply to us. To assume such an atti- 
tude is both mistaken and dangerous. As 
an example, the telephone is generally ac- 
cepted as the utility which, by its nature, 

should be a monopoly. 

' This implies an absence of competition, 
whereas every telephone company is in 
competition—not with other telephone 
companies, but with other industries sell- 
ing properties and services to the public, 
competing with them for the purpose of 
income. I would remind you, for example, 
that there are more automobiles than tele- 
phones in the United States. 

We must make progress in this respect 
—by resetting our sights and going after 
all of the business we can get. This 
means not only going after new subscrib- 
ers, but also selling more and better ser- 
vice to our existing subscribers. 

Nowadays, when any industry finds that 
it has apparently saturated its existing 
market, it is not satisfied with stopping 
there, but finds ways and means of creat- 
ing new markets—of extending the field 


of usefulness of its products, and creating 
a demand for them in fields where there 
was previously no demand. When the au- 
tomobile manufacturers found that they 
had sold nearly everyone a car who could 
afford one, they did not say, “We will 
have to stop increasing production now— 
there is no further market for our prod- 
ucts”; they created a demand on the part 
of many families for two cars and for 
making still greater use of the automobile. 


Promoting the Telephone Habit. 

That is about in principle what we 
should do in the telephone industry. There 
are still many families who only have one 
telephone, who might well use several ad- 
ditional extensions, if the comfort and 
convenience of additional telephone facili- 
ties were fully sold to them. We must 
make every effort to promote the telephone 
habit. As the telephone is used more and 
becomes not merely a necessity, but also a 
comfort and convenience, it will then be 
easier to sell additional facilities; further- 
more, as its value to the subscriber is in- 
creased, the subscriber is more willing 
to pay rates which are adequate. 

I have studied the problems of public 
utility service from the standpoint of a 
state railroad commission which is usually 
recognized as a representative of the cus- 
tomers— and now I am viewing matters 
from the position of an operator. The 
company I have the honor to represent, is 
engaged in operating electric and gas 
properties, as well as being a considerable 
factor in the telephone industry. Quite 
naturally I have watched the progress and 
development of each branch of the busi- 
ness, and I have been impressed with the 
fact that the electric and gas utilities have 
been very alert in finding ways and means 
of disposing of their products. 


Business Developed by Utilities. 

Take the gas business for example; a 
few years ago, it was freely predicted that 
electricity would supplant gas, but as a 
result of an aggressive campaign, the gas 
industry has overcome seemingly insur- 
mountable obstacles. Today, the indus- 
try is thriving, its watchword progress. 

Through the manufacture and sale of 
various appliances, the electric industry 
has extended the use of electricity— not 
only throughout the entire home of the 
city dweller, but rapid strides are likewise 
being made in taking electricity to the 
farm. Only a few years ago, it would 
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have been an impossible task to persuade a 
farmer to invest a few hundred dollars 
in a transformer, but today we find thou- 
sands of farm homes served by electric 
transmission lines, and thousands of dol- 
lars have been invested by farmers in elec- 
tric equipment. 

Our ideal must be one of truly univer- 
sal service—that is, a telephone in every 
farm, home and office. When we accept 
the responsibility of furnishing telephone 
service in a given community, we cannot 
escape our obligation to strive for this 
ideal. Furthermore, as additional sub- 
scribers are added, this increases the value 
of the service that much more to the ex- 
isting subscribers. This is true of rural 
service as well as town service. 

In this connection, if the service to rural 
subscribers is not satisfactory, this is 
bound to have a bad effect on the service 
of the town subscribers who call the rural 
subscribers. And now I am going to talk 
about the progress I believe we must 
make in regard to rural telephone service. 


Solution of Farm Service Problem. 


The people living on our farms consti- 
tute half of our population. From that 
fact the importance of providing good 
telephone service to the farmer should be 
evident. In the past we have sometimes 
taken the attitude that farm service was 
generally unprofitable; anyway, that we 
should avoid extending this development, 
and that there was no reason for spend- 
ing any money or effort on trying to im- 
prove the service to the farmer. 

“T believe that there are three steps we 
should take in regard to farm service: 
First, see that some real improvements 
are made in our rural line service; second, 
do all that we can to instill in the farmer 
an appreciation of the value of telephone 
service to him; and third, after the first 
two steps have been accomplished, take 
steps to secure adequate revenue. 

One of the improvements to be made 
on farm line service is in regard to the 
party-line fill. We have today many rural 
lines with 15 or 20, and even more, sub- 
scribers on one line. Service under these 
conditions can never be satisfactory and 
we should establish an objective of not 
over eight or ten rural subscribers per !ine. 

Another point of improvement is in re- 
gard to grounded line service. I believe 
most of us realize that with the wide 
extension of high tension power lines the 
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day of satisfactory grounded line service 
is over; and our eventual objective should 
be that all service will be placed upon a 
metallic basis. 

This will cost more money, and we 
should receive more revenue for metallic 
service. However, after the farmer has 
had an opportunity of appreciating the im- 
provement in service which results from 
metallicizing his line, he is usually 
willing to pay more for it. 

Another point for consideration is in 
regard to service station service. We 
know that in most cases this is far 
from satisfactory. Not only do these 
subscribers fail to get satisfactory tele- 
phone service, but it affects the service 
furnished to our own subscribers, and 
we are held responsible for this unsat- 
isfactory service whether or not we are 
responsible in fact. 

It would seem desirable, from the 
standpoint of furnishing a _ universal 
service and of protecting the overall grade 
of service, that in many cases we should 
offer to take over service station property 
and furnish service to these subscribers on 
an owned rural station basis. There are 
some situations where this would hardly 
be warranted, but in most instances some 
such arrangement would be feasible. 

At the present time, many farmers are 
inclined to question the value of telephone 
service to them. This may be partly be- 
cause of the poor grade of service which 
they obtain, which is bound to reduce the 
value of the service; and it may be partly 
due to the fact that we have failed to do 
our part in selling to the farmer the value 
of this service. Under present conditions 
the farmer would object to paying any 
more for telephone service, but if real 
improvements are made in the service fur- 
nished to him, and if, in addition, we take 
steps through publicity and other educa- 
tional activities, to build up his apprecia- 
tion of the value of the service, much of 
the farmer’s objection to paying higher 
trates for rural service will disappear. 
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We should also give consideration to 
some plan for offering a still better grade 
of telephone service to the farmer who 
wants a higher grade of service, and is 
willing.to pay for it. 

The answers to all of the problems are 
not clearly evident, but I believe we should 


put our efforts ‘on finding the answers. 
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Remarks were then made by the secre- 
tary of the association, by representative 
of the board of North Dakota Railroad 
Commissioners, and by a representative of 
the Northwestern Bell Telephone Co. A 
round-table discussion of commercial prac- 
tices was then held, some of the topics be- 
ing collections, canvassing for new service, 














The District Meeting of North Dakota Telephone Association at La Moure on August 12 Drew 


a Large Group of Telephone People Interested in Improving Their Service. 


Some of the things which I have talked 
about may at first seem somewhat im- 
practical and too idealistic. On consider- 
ing the fundamentals of our job, however, 
I believe you will see that they are not. 

Whenever we are furnishing service 
which is not satisfactory or adequate, we 
will have trouble obtaining adequate rates 
and revenue; but where we are providing 
real service, we do not have any trouble in 
getting proper rates and adequate revenue 
—and this basis is the only sound one upon 
which the telephone industry can stand 
and flourish. 

Conferences of North Dakota As- 


sociation During August. 
The North Dakota Telephone Associa- 


tion held seven successful district 
meetings last month, with a good attend- 
ance at each. The meetings were called 
to order about 10 o’clock a. m. by Chair- 
man J. G. Odegard, president of the as- 
sociation. An address of 


very 


welcome was 
given by the host company official, with 


a response by the president. 
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rates, directory advertising, rates for di- 
rectory advertising and relations with sub- 
Traffic and plant table 
discussions were held in the afternoon. 

The first meeting was held at LaMoure 
on August 12. There were 14 companies 
represented, with 47 in attendance. At the 
meeting at August 14, 24 
delegates representing 10 companies at- 
tended. A conference at Dunn Center on 
August 16 attracted 27 attendants; at Ray 
on August 19 there were 16; at Bowbells 
on August 20 there were 23; at Parshall 
on August 21, 25, and at MecVille on Au- 
gust 23, 17 attended. 


scribers. round 


Hettinger on 


Prices in the Metal Markets. 
New York, September 9.—Copper- 
Steady; electrolytic, spot and futures, 18c. 
Iron—Steady; No. 2 f.o.b. eastern 
sylvania, $20.50@21.50. Buffalo, $17.50G 
18.50; Alabama, $13.50@14.50. Lead— 
Steady; spot New York, 6.90c; East St. 
Louis, $6.70@6.75. Zinc—Steady; East 
St. Louis, spot and futures, 6.80c. Anti- 

mony—8.75c. Quicksilver—$124. 
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at Bowbells District Meeting. 





f the Traffic Group in Attendance at District Meeting of North Dakota Telephone Associa‘*ie~ at Parshall—Telephone People 
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Here and There in Telephone Work 





Ten-Day Sell-A-Phone Campaign 
of Western Company. 

A special survey and selling campaign 
on all the telephone properties of the 
Western Power, Light & Telephone Co., 
Salina, Kans., is scheduled for the ten 
days from Septémber 16 to September 25, 
inclusive. This was decided upon in a 
conference including almost all of the dis- 
trict managers of telephone properties at a 
recent meeting, after such a campaign was 
suggested by I. F. Krehbiel, commercial 
engineer. 

It was expected that every employe at 
each exchange would assist in gaining new 
subscribers, or selling extension telephone 
service, or any other phase of the service. 
Special plans of interest to each individual 
were considered, with certain prizes for 
exchanges making the best showings. 

Each exchange received ample particu- 
lars before the campaign started and spe- 
cial newspaper advertising was arranged 
for the various exchanges. 

Mr. Krehbiel predicts a gain of over 600 
new subscribers or extension sets in the 
ten-day campaign, and the district man- 
agers agree it can be done. 


Rate of Wealth Each Nation Lays 
Out in Her Telephone. 

By Yt. SANo. 
Communication Department of Japan 
The development of telephones in each 

nation is always compared by the number 
of telephones per 100 inhabitants. Here 


I am going to express it by the number 
of telephones per $500 of wealth of each 
nation. 

The number of telephones per 100 in- 
habitants of each nation shown in the 
“Journal of the Institute of Telegraph and 
Telephone Engineers of Japan” of Septem- 
ber, 1928, and the average wealth of each 
inhabintant of nations shown in the “State 
of Nations,’ published by the Japanese 
Imperial Government in 1928 are adopted 
here. From these two kinds of data, the 
rate of investment is obtainable thus: 

Let— 

J = Number of inhabitants of a nation. 


7 = Number of telephones of a nation. | 
W = Amount of wealth of a nation. 
t= Number of telephones per 100 in- 
habitants. 


w == Wealth of a nation per inhabitant. 
r = Rate of investment of a nation per 


$500. 
Then— 
1 
r i t J 100 t 
r= — X 500=—_—— x 500=— x 5 
W w I w 


The results are shown in the table, and 
the illustration shows it graphically. 

From the results it is seen that Germany 
is the first of all, the U. S. A. the fifth, 
and England, Japan, and Italy do not rank 
very high. The rank of Germany must 
have risen through the debt due to the 
World War. If the extension of tele- 
phones in England is accomplished, her 
situation will be changed to a higher rank. 
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Graphic Illustration of Development of Telephones, Expressed by Number of Telephones 
Per $500 of Wealth of Each Nation. 


22 


The cost of total equipment of telephone 
may be different in each nation, so the 
data may not show the true rate of invest- 
ment of each nation; e.g., in Japan the cost 














No. of Telephones per 
No. of No. of 
Telephones Tele- 
Wealth per per 100 phones 
Nations Inhabitant Inhabitants per $500 
Germany... 577 4.40 0.08815 
New Zealand. 1,392 9.90 0.0355 
Canada...... 2,479 12.60 0.0254 
Switzerland . 1,177 5.50 0.0234 
i. ok 2 occw Se 15.30 0.0232 
Australia ... 1,725 6.70 0.0194 
Finland ..... 1,163 3.10 0.01338 
Holland 1,310 3.20 0.0122 
OU See 628 1.20 0.00956 
i... Eee 1,275 2.10 0,00825 
Belgium .... 1,477 2.40 0.00814 
Argentine 1,520 2.10 0.007 
England .... 2,624 3.60 0.00688 
DE sbienad $ 866 1.10 0.00636 
a ar 559 0.70 0.00627 
a Ferre 819 0.80 0.00489 
oO es 627 0.50 0.00417 
BEOEEOO ciccwe 507 0.40 0.0036 
CN ccsicccs Benue 1.80 0.00327 
a 427 0.30 0.00302 
Serer 51 0.03 0.00297 
DE: Aesenas 1,368 0.60 0.00219 
RESTS 723 0.20 0.00138 
ar 69 0.01 0.000725 
Table Indicating Standing of Countries on 


Telephone Investment Basis. 


may be higher than of others, and the 
true situation may be a little higher than 
those shown in the figures. 





Telephone Set Color Styles in 
America and Abroad. 
3y Ray BLaIn. 

Paris has for years led the world in 
most styles but it seems that it was up 
to American manufacturers to realize the 
trend of public taste and bring out tele- 
phones in popular colors. That the French 
have followed our practice is indicated 
by the press dispatches of August 20, 
which state that telephones to match the 
furniture, or complexion, or what have 
you, are in order in France. Heretofore 
the government has insisted on black in- 
struments but tints, ranging 
ivory to deep red, have been authorized. 


now from 


It is probable that these colors are the 
same as available in the United States to- 
day which are: Jade green, mahogany, 
Chinese red, orchid, Nile green, royal blue, 
walnut, maroon, old ivory and black. 

We must not expect that all new things 
will meet with the instant approval of 
everyone. Just as there were laws passed 
in some places in an early day prohibiting 
the installation of bath tubs, some people 
of today discourage the use of popular 
colors in telephones; but they are here to 
stay nevertheless, even as the bath tub. 

We are all more or less fond of color 
but many refuse to admit the fact, for they 
fear it is an indication of a throw-hack 
in their make-up as the savage is always 
heavy for anything bright and glittering. 
I see no reason why we can not have an 
outlet for our suppressed desires and en/oy 
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our favorite colors in automobiles, house 
furnishings and even telephones 
any reflection om our ancestors. 

Many claim that today’s vogue in color 
is only a passing fancy, with which I can- 
not agree. Highly-colored flowers are 
things of beauty which appeal to most peo- 
ple; neither do we ever tire of flowers, nor 
of the bright colors of Old Glory. I do 
not doubt though that if some of the old 
timers who designed our first telephones 
had their way in the matter, they would be 
in favor of replacing the Stars and Stripes 
with a jet black flag. Personally I am 
fond of color, and it matters not whether 
it be in house furnishings, telephones or 
ladies’ complexions. 


without 


Thieves Steal Wire from Utility 
Lines in Oklahoma. 

Some of the public utilities in Okla- 
homa are suffering loss from wire thieves 
who are removing large sections of wire 
from their lines. Two men were arrested 
recently at Muskogee for chopping down 
a mile of telephone wire from the lines of 
the Southwestern Bell Telephone Co. near 
‘hat city.’ This was the second time that 
wire had been stolen from the lines of the 
company in that section. 

Thieves, apparently knowing how to 
handle wires carrying high voltages, cut 
down about 2,500 feet of 23,000-volt line 
of the Oklahoma Gas & Electric Co. re- 
cently Russett. The current 
on at the time of the theft. Near the 
same point they cut a line belonging to 
Fred Chapman and took about 8,000 feet 
of wire. 


near 


Public Telephones Best in Back or 
Front of Stores? 
By Frank H. WILLIAMs. 

When public pay telephones are being in- 
stalled in a drug store or in some other re- 
tail establishment, where is the best place 
to put them, from the standpoint of the 
telephone company and from the stand- 
point of the merchant ? 

According to some telephone officials, it 
doesn't make much difference 
telephone is placed in the store—either back 
or front. These officials declare that there 
will he just so much telephone business de- 
Veloped in the store, no matter where the 
telephone is placed. But some officials 
contend that it is always best to strive for 
a prominent position at the front of the 
store, 

“The more prominent the display given 
to the telephone, the more business there 
1s bound to be developed,” declared one 
officia!. “It’s like everything else these 
days—when you visualize things to the 
Public, sales creep upward. And visualiza- 
tion in the public pay telephone business 
certain'y means getting the telephones. out 
Where people can see them. 

“Accordingly we always strive to get 
retail store installations on posts or other 
Places at the fronts of stores. We do not 
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always succeed in doing this but feel that 
it is worth while to make the effort. Front 
installations not only are better advertis- 
ing for the telephones but they also make 
for more satisfied users because telephone 
customers can get to the instruments with 
less difficulty and can use them more 
freely. This is something to consider, of 
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familiarizing them with the various goods 
we are carrying and making it more likely 
they will buy more of the goods. 
Another reason why we prefer the rear 
installation is because our public telephones 
are more of a service than a profit proposi- 
tion, and we want all the space we can get 
at the front for the presentation of quick- 
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The More Prominent the Display Given to the Pay Telephone, the More Business 
Is the Thought Behind Many Drug Store 


Developed, 


course, just as it is good policy to consider 
everything which tends to make for greater 
good will on the part of the public to- 
ward the telephone company.” 

From the standpoint of the retailers, on 
the other hand, the best place for installa- 
At least, 
this was the opinion expressed by the ma- 


tions are at the rear of the store. 


jority of retailers who were interviewed 
on the matter. 
tions are best from the standpoints of re- 
tailers were summarized by one merchant 
in this way: 

“One of the big problems we are always 
up against in our store is to spread out the 
customers over the entire store instead of 
having them congregate just at the front. 
Customers have a tendency in this store 


Reasons why rear installa- 


toward never getting very many feet in- 
side the front door—piobably because our 
soda fountain and cigar and candy cases 
are right at the front. This makes for 
congestion and is a bad thing for the store. 

Now if we had our public pay telephone 
installation right at the front of the estab- 
lishment on the top of everything else, it 
would make conditions just that much 
worse. In fact, congestion at the front 
might get so bad that it would prevent 
some customers who wished to go to the 
rear for various kinds of goods, from 
getting there at all. Consequently, for this 
reason, if for no other, we like the tele- 
phone installation at the rear. Such an in- 
stallation relieves the front congestion and 
draws people through the entire store, thus 


s 
Installations. 


selling goods on which we can make a 
good profit.” 


So there you are—arguments duly pre- 


sented from both sides, and knowledge 
gained which may be of help in creating 
more telephone business. Front installa- 


tions are, undoubtedly, best from the tele- 
phone company’s angle; and when the at- 
titude of the merchant is thorough!y under- 
stood, it may become easier to make him 


more friendly toward such installations. 


Iowa Association Schedules Dis- 
trict Meetings This Month. 
The lowa Independent Telephone Asso- 
Chas. C. 
announced, plans to hold a series of dis- 
trict this 


ciation, Secretary Deering has 


meetings month. 

This week meetings were held Septem- 
ber 10 at Columbus Junction: September 
12, Chariton; 
Other meetings are scheduled for Septem- 


September 13, Fairfield. 
ber 16, Clarinda; September 17, Creston; 
September 18, Manning; September 19, 
LeMars, and September 20 at Ida Grove. 
Exchange Buildings of Lincoln 
Company in Nebraska. 

The Lincoln Telephone & Telegraph Co., 
Lincoln, Neb., in following out its policy 
buildings, has 
structed a number of new exchange build- 


of company-owned con- 


ings in its territory, and made major 


alterations in others. Four of the new build- 


ings shown on the next page were com 


pleted this year and major alterations were 
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made on four buildings. With the comple- 
tion of these buildings, the company has 
70 per cent of its operating equipment 
housed in company-owned buildings. 

These buildings are typical of the com- 
pany’s small one-story exchange buildings. 
They are of stucco and red brick trim with 
the tile roofs. The lobby, public telephone 
booth, and switchboard room occupy the 
front of the building with the operators’ 
restroom and equipment room in the rear. 
Included as part of the building 
unit of some exchanges is a garage 
and supply room. At Exeter these 
are in the rear, but at Gresham the 
garage is located on the end of the 
building. 

The company put into service its 
new exchange at Dorchester re- 
cently, with appropriate ceremonies. 
Mayor Emil Asmus formally 
opened service when he placed the 
initial call over the new system to 
W. E. Bell, commercial superin- 
tendent, in his headquarters office 
in Lincoln, and expressed the 
appreciation of himself and the 
people of Dorchester for the new 


and improved service, which includes not 
only a new building but a common battery 
plant. Schnert, president of the 
commerce, made the first call, 


to his home where his wife answered. 


Henry 
chamber of 


The new building is located a block from 


the main business corner. The interior is 


aoe ae 


i baal - 
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New Small 


Exchange 
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finished in the latest design. The old mag- 
neto board has been replaced with a new 
two-position common battery switchboard 
of the latest type. 

The installation and the cutover were in 
charge of W. E. McDonald of Lincoln, 
and as a result of his careful supervision 
there was not a single case of trouble 
when the change from the old to the new 
was made. Dorchester is located in the 
Lincoln district of which J. A. McKenzie 
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Buildings of Standard Design of Lincoln Company at Exeter and Syracuse, 





New Exchange Building of Lincoln Telephone & Telegraph 
Co. at Auburn, Neb., Above—At Left the Company’s New 
Building at Gresham. With the Exception of the Syra- 
suse Building, Constructed Last Year, All These Company- 
Owned Buildings Were Completed This Year. 


Dorchester, Neb., Exchange Building. 
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is manager. C. H. Heberman is manager 
at Dorchester, with Mrs. Anna Simpson as 
chief operator. 

The new building and central office 
equipment is only a part of the program 
which is being carried out at Dorchester, 
The lighter farm lines consisting of 105 
miles of pole lines, have all been rebuilt, 
while the heavier ones are under recon- 
struction. When completed the plant will 
100 per cent new in _ its 
entirety, and one of 
the most modern and 
up-to-date plants in 
Nebraska. The ex- 
change serves 434 
subscribers in the 
city and rural areas. 

Officials of 
company 
tended the 
were M. T. Caster, 
plant superintendent; 
F. E. Behm, assist- 
ant plant superin- 
tendent; R.S. Brew- 
ster, traffic superin- 
tendent; C. C. Don- 
ley, traffic engineer; 
J. A. McKenzie, dis- 
irict manager: C. 
W. Motter, publicity 
director; Jay Pugs- 
installation 

foreman; H. W. 

Wheeler, 
superintendent, 
Chris Haberman, local man- 
Friend. 

At the Syracuse, Gresham 
and 


be practically 


the 
who _at- 
cut-over 


ley, 


construc- 
tion and 
ager at 


Exeter exchanges the 
service has also been 
verted from magneto to 
common battery and _ the 
outside plants modernized in 
every way. 


cor- 


Ohio Association to 
Hold District Meet- 
ing at Greenville. 
The Ohio Independent 
Telephone Association will 
hold a district meeting at 
Greenville, Ohio, on 
Tuesday, September 
24, with the Ohio 
Telephone Service 
Co. as host. An in- 
spection of the 


Greenville exchange 
and buildings will be 
held in the forenoon, 
from 10:30 to 12 
o'clock, followed by 
a luncheon at the 
Greenville Country 
Club. The business 
session will begin at 
1:30 p. m. Official 


reports will be h urd 


Neb. 
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at the meeting, which will take the form 
of a general conference. 

A number of matters of major interest 
to all operating companies will be dis- 
cussed, George W. Mannix, Jr., president 
and general manager of the Ohio Tele- 
phone Service Co. states, and all com- 
panies are urged to bring as many as pos- 
sible of their officers, directors and de- 
partmental employes. 





September District Meetings of the 
Illinois Telephone Association. 
Two district meetings will be held dur- 

ing the month of September by the Illinois 

Telephone Association. 

On Wednesday, September 18, a meet- 
ing will be held at Carlinville, the capital 
of Macoupin county. One of the first Inde- 
pendent exchanges in the state was con- 
structed in that city by B. M. Burke. The 
present exchange is owned by the Illinois 
Central Telephone Co. and District Man- 
ager W. E. Boun will be the host. Excel- 
lent arrangements have been made and a 
splendid program arranged. 

The traffic conference and school will 
be held in the Woman’s Club room at the 
public library, and the men’s conference 
in the Carlinville National Bank. 

On Friday, September 20, the last dis- 
trict meeting of the year will be held at 
Murphysboro, seat of government of Jack- 
son county. Murphysboro was the home 
of the world’s greatest volunteer general, 
John A. Logan, and is also the home of 
United States Senator Otis F. Glenn. The 
general offices of the Illinois Commercial 
Telephone Co. are located at Murphys- 
boro, and General Manager G. L. Mays 
says he expects to have the largest and 
best meeting of the year. 

The traffic conference and school will be 
in the Masonic Temple, and the men’s 
conference in the Elks Home. The lunch- 
eon will be served in the First Christian 
Church by the ladies of the church. A 
well-planned: program has been arranged 
for a full day’s conference, and some good 
entertainment at the luncheon. 


Operators in Brazil Possess “The 
Spirit of Service.” 

One hundred and twenty telephone op- 
erators stuck to their posts in the Central 
exchange in Rio de Janerio, Brazil, on 
August 27, while smoke poured through 
the windows and flames ate away. a corner 
of the room, until the district fire chief 
force’ them to abandon their work. 

Mrs. Elizabeth Armada, an American 
woman, who is district chief operator, and 
Cecelia Cunha, the Brazilian chief of the 
Centr +] exchange, directed the girls as they 
cooly answered the calls while flames 
outside. She marshalled them in 
an orderly manner downstairs through the 
smoke when they were ordered out. 

Telephone service was interrupted for 
only two hours. 


Troarec| 
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Members of Winning Teams in 
Campaign Enjoy Picnic. 

On August 30 employes of the Mich- 
igan Associated Telephone Co. and the 
Bryan division of the Ohio Associated 
Telephone Co. held a picnic at Crystal 
Beach, Coldwater Lake, ten miles south 
of Coldwater, Mich. Those attending the 
picnic were employes who were on the 
winning teams in a campaign for new 
telephone subscribers. The teams were so 
chosen that, as near as possible, an even 
number of employes were on each team in 
each exchange area. 

Employes from these exchanges attended 
the picnic: Bryan, Farmer, Ney, Evans- 
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a subsidiary of the Associated Telephone 
Utilities Co. of Chicago. The company 
came into the California field about two 
years ago when it purchased the 
Beach Independent Telephone Co. 
then it has purchased the companies of 
Huntington Beach, Santa Monica, La- 
guna. Beach, San Bernardino, Covina, Glen- 
dora and Azusa. Charles F. Mason is vice- 
president and general manager, and gen- 
eral offices are in the Petroleum Securities 
building in Los Angeles. 


Long 
Since 


Mr. Lorbeer will continue in charge of 
the Pomona companies, having been ap- 
pointed by the Associated company as its 


general manager at Pomona. He has been 

















Some of Employes of Michigan Associated Telephone Co. and Ohio Associated Telephone 
Co. at Picnic Given Members of Winning Teams in Subscriber Campaign. 


Montpelier, Edon, Pioneer, West 
Unity, and Sylvania, Ohio; and Cold- 
water, Quincy, Reading, Union City, 
Sturgis, Burr Oak,.Bronson, Colon, Three 
Rivers, Constantine, Centerville, Jones, 
Mendon, Tecumseh, Blissfield, Dundee, Ed- 
wardsburg and Union, Michigan. 

The day was spent in getting acquainted, 
bathing, fishing, boating and games; prizes 
being awarded for every contest. A “pot- 
luck” dinner was placed on a large table 
and all helped themselves—and everyone 
had all the ice cream and cake he, or she, 
could eat. 


port, 


California System Purchased by 
Associated Telephone Co. 

Purchase of a controlling interest in 
the telephone companies which serve Po- 
mona, Ontario, Upland, Chino, Claremont, 
La Verne, San Dimas, Calif., and ad- 
jacent territory, by the Associated Tele- 
phone Co., Ltd., was revealed. in an an- 
nouncement made on September 6 by Carl 
H. Lorbeer, of the Pomona company. 

Involved in the sale are the properties 
of the Pomona Telephone & Telegraph 
Union, Ontario & Upland Telephone Co., 
and the Home Telephone Co. of Chino, 
all controlled by the Pomona company. 
The Pomona company operates about 7,500 
telephones, the Ontario & Upland approxi- 
mately 4,700, and the Home Telephone Co. 
of Chino about 700 stations, a total of 
12,900 telephones. 

The Associated Telephone Co., Ltd., is 


with the company for more than 25 years 
and since 1921 has been general manager. 

The Pomona Telephone & Telegraph 
Union was organized by D. S. Parker in 
1902, and ever since it has been an impor- 
tant factor in the growth and develop- 
ment of that rich and growing section of 
Southern California. 
mona concern purchased the Ontario & 
Upland Telephone Co. 
the Home Telephone Co., of Chino has 
been operated by the Pomona company for 
many years. 


A year ago the Po- 


The business of 


A brief statement of the sale made to 
stockholders of the Pomona company was: 

“From time to time in the past, your of- 
ficers and directors have been approached 
by prospective purchasers relative to the 
sale of our telephone company stock. How- 
ever, we have consistently refused to con- 
sider any the purchase 
of the company up to the present time. 


propositions for 


“Now, because of considerably changed 
conditions, we find large problems of con- 
struction and refinancing confronting us, 
and have deemed it wise to negotiate a 
sale of the larger portion of the stock of 
the company to a prominent Independent 
telephone organization, operating in South- 
ern California, whose past history in the 
conduct of telephone companies assures us 
that the same high standard of telephone 
service which we have always endeavored 
to maintain in Pomona valley will be con- 
tinued. The same managerial staff will be 
retained.” 
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Strowger Operation Mj\ 
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2. 
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Small Unit Design, a Basic Strowger Principle, 
Gives Strowger Dial Systems These Advantages: 





Interchangeable Switches 
Ease of Repair 
Interchangeable Parts 
Low Maintenance Costs 
Expansion in Accordance 


with Needs; 7 
Adzptability to Varied a x 


Quantity Production in Manufacture 





























To the left is shown a medium sized 
Strowger Automatic Dial exchange, in 
the center a small Strowger Dial ex- 
change and to the right, an exchange 
forming a part of a metropolitan network 
under Strowger Dial operation. In all 
three exchanges is found the same con- 
nector switch, one of the basic Strowger 
switching units. 


























When writing to Automatic Electric Inc., please mention TELEPHONY 
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Varied Conditions 
With Highest Success 


O matter how complex or ‘‘different’ the telephonic problems 

of any community may be, Strowger Automatic Dial equip- 
ent meets them with complete satisfaction. Due to the 
undamental Strowger design, which is based on small-sized, 
niform switching units, experience has shown that all require- 
ents can be met with combinations of standard switches. 












he switches used in the small exchange of a few lines are basically 
dentical with those in the largest city exchange. No matter how 
uch a Strowger Automatic Dial exchange may expand, the new 
Memands are met merely by the addition of more switches, the 
Priginal equipment being retained. Since the switching units are 
mall, new subscribers are provided for line by line, thus eliminating 
he necessity of having any considerable amount of capital tied up 
nequipment which is not being used. In every phase of telephone 
bperation, the use of Strowger equipment results in maximum 








easons for its increasing adoption in every country of the world. 


Automatic Electric Inc. 


Manufacturers of 
STROWGER AUTOMATIC DIAL TELEPHONE AND SIGNALING SYSTEMS 
Factory and General Offices: 1033 West Van Buren Street, Chicago, U.S. A. 
Sales and Service Offices in All Principal Cities 
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EXPORT DISTRIBUTORS , ASSOCIATED COMPANIES 


For Australasia . Automatic Telephones, Ltd., Sydney American Electric Company,Inc. . . . . Chicago 
For Canada . Independent Sales and Engineering Co., International Automatic Telephone Co., Ltd., London 

Ltd., Vancouver Automatic Telephone Manufacturing Co., Ltd., Liverpool 
Elsewh-ve . The Automatic Electric Co., Ltd., Chicago The New Antwerp Telephone & Electrical Works, Antwerp 
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Branches of Ringdown Tributary Calls 


Toll System of Wire and Cable Compared to a Vine Comprising Toll Center 
and Tributary Lines, Through Which Flow Calls From Cities, Towns and 
Villages—Suggestions For Handling Calls—Address at Illinois Convention 


By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, Des Moines, lowa 


The greatest man of the ages and, there- 
fore, humanity’s greatest teacher, in past, 
present, and all future, said: “I am the 
vine, ye are the branches.” Thus, the 
branches were recognized as a necessary 
and inseparable part of the vine. What 
a beautiful and true lesson humanity was 
taught. The vine must have the branches, 
the branches the vine if either is to bear 
fruit or flower in the fullness of time. 

And so I am going to use this very 
simple illustration of the vine and 
branches to prove certain facts to you 
who are representing toll center and 
tributary offices. 

Let us visualize our wondrous big toll 
system of wire and cable, which covers the 
land everywhere and creeps over the ocean 
depths into many foreign countries beyond, 
as a huge vine comprising toll center and 
tributary’ lines. Through this great vine 
tlow the calls from cities, towns and vil- 
lages. 

Who knows or cares at the distant end 
whether the call originated at a tributary 
office or a toll center—whether it was han- 
ated by the tributary or toll center oper- 
ator—so long as it reaches its destination 
as quickly and efficiently as possible. But 
it mist reach its destination as quickly and 
efiiciently as possible, or at least it must be 
#i.en its fair chance to arrive. 

When we consider the millions of calls 
inat are started out daily through the 
sreat vine of wire, we marvel that so 
uiany of them arrive at their destination 
and are talked on; many on first attempts, 
many on later and often repeated attempts 
—and many are not completed at all. 

Some of these later attempts, and fruit- 
iess attempts, are due to circumstances 
not within our power to control. But some 
of them we might have completed if— 

And so we are assembled here in con- 
ference as toll center and tributary oper- 
ators to learn more of our work so that 
we will handle our calls more quickly and 
efficiently. 

I consider it a privilege to present the 
instructions for handling tributary traffic 
to both toll center and tributary operators. 
I realize that the tributary’s vision of the 
travel of a long distance call is often 
limited. She does not need, nor could she 
use all that they have, but she does re- 
quire some very definite toll training so 
that she can handle her telephone patron’s 
calls and requests for information concern- 
ing longMistance service, efficiently and 


speedily up to the door of her toll center. 

And this is the training we are going to 
take up. 

Completing calls originating at tributary 
office for points beyond the toll center : 

(1) Ticketed, timed and handled at toll 
center. 

Many telephone companies authorize 
tneir operators not to ticket a patron's long 

















Miss Barnes Presents These Instructions 
for Handling Tributary Traffic to Both 
Toll Center and Tributary Operators. 


distance calls but, instead, to connect the 
patron to the toll center office and allow 
him to pass the details of his’ call to her. 
If this practice is in effect at your office, 
acknowledge the order for long distance, 
ring your toll center operator; when she 
answers, pass her your town name and 
calling number. Then connect your sub- 
scriber to the toll circuit. 


After allowing time for you to con- 
nect your patron to the toll circuit, your 
toll center operator will again say, ‘Long 
Distance,” and record his call in the usual 
manner. 

If your toll center expects to work on 
the call at once, she will ask your sub- 
scriber to hold the line. But if he should 
object, or if she has not requested him to 
hold the line, she will call you as soon as 
she releases his line and request you to 
“Hold This Trunk and—(calling num- 
ber).” Acknowledge, “OK.” 
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She will connect the toll circuit to the 
eord pair on which she is holding the 
trunk to your office. If your subscriber 
is on the line, she will pass reports di- 
rectly to him. If he is not, she will ring 
you and ask you to “Ring——(calling 
number ).” 

Even though your toll center gives a 
report of delay, she may not be ready to 
release your subscriber’s line; in which 
case she will signal you and ask you to 
“Hold this trunk and——(calling num- 
ber).” And it may happen that, although 
she has asked you to hold the trunk and 
number, she will ring you and ask you to 
“Release this trunk and (calling 
number)” without giving him another re- 
port at this time. 

(2) Other conditions: 

Ringdown tributary operator tickets and 
passes details of call to her toll center. 

Some telephone companies authorize 
their operators to record subscribers’ calls 
for long distance and pass the details to 
their toll center operator. 

If this is the practice in effect at your 
office, record the call, and ask your sub- 
scriber to hold the line, in case you have 
a trunk available to toll center. If he 
should object to holding the line, dismiss 
him but do not release his line until you 
have passed the ticket to the toll center 
operator and received her instructions. 

In case she expects to work on the call 
at once, she will ask you to hold the trunk 
and your subscriber’s line. Acknowledge, 
“On.” 

She will connect the toll circuit to the 
cord pair on which she is holding the 
trunk to your office. If your subscriber 
is on the line, she will pass reports di- 
rectly to him. If he is not, she will sig- 
nal you and ask you to “Ring——(calling 
number),” and pass the report directly 
to him. 

Even though your toll center gives 4 
report of delay, she may not be ready to 
release your subscriber’s line; in which 
case she will signal you and ask you to 
“Hold This Trunk and (calling num- 
ber).” And it may happen that, although 
she has asked you to hold the trunk and 
number, she will ring you and ask you to 
“Release this trunk and——(calling 
number ),” without giving him another re- 
port at this time. 

(3) Inward calls to tributary office: 

(a.) “By” report passed on tribuiary 
operator. 








4 
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Sometimes a distant operator not your 
toll center, asks you for a number which is 
busy. When you tell her the number is 
busy, she acknowledges, “Right,” and then 
reaches your toll center and advises her 
that you have reported a number busy and 
that she will continue to hold the circuit 
over which she reached your toll center, 
for about five minutes. 


Your toll center will then ask you to 
“Hold this trunk and——(desired num- 
ber),” and advise her just as soon as the 
number is not busy. 

When the number is not busy, report 
“OK” to your toll center, who will then 
advise the distant operator that the num- 
ber is now available. 

As soon as the distant operator is ready 
-to have the desired number rung, your 
toll center will connect her to your trunk, 
and she will ask you to ring the number. 

When your toll center asks you to “Hold 
this trunk and (desired number),” 
and report as soon as the number is avail- 
able, if the number is busy advise her at 
once. In this case, she will ask you for a 
report at about one-minute intervals. At 
the end of five minutes, if the number is 
still busy, she will tell you to release the 
trunk, 

(b.-c.) “Da” report passed by tributary 
operator. 





When you receive an order from an in- 
coming operator for a number, acknowl- 
edge the order and ring at ten-second in- 
tervals for about a minute, in case of slow 
answer, before passing her a “Da” re- 
port. 

Upon receipt of this “Da” report, she 
will immediately ask you to “change con- 
nection and ring (called number).” 

She will continue to hold the connection 
for an additional minute while you ring 
at ten-second intervals on the new connec- 
tion. If you are unable to get an answer, 
give the incoming operator a report at 
once so that she will not hold the circuit 
unnecessarily. 

_As soon as you pass the second “Da” 
report, the incoming operator will ac- 
knowledge, “Right,” and release your con- 
nection. . 





Sometimes, your toll center reaches you 
and asks you to verify a “By” or “Da” 
report. It is important that you do so at 
once, according to the practice in effect 
at your office; it is likely that some dis- 
tant operator has asked your toll center 
for this verification. 

If you are able to secure the called num- 
ber in case of a “By” report, hold the line 
Without ringing and pass a “Wh” report. 
When the incoming operator is ready to 
have ‘he number rung, she will reach you 
and ask you to ring. 

But if you reach a telephone which you 
Previously reported “Da,” advise the per- 
Son answering: that “Long Distance” is 
calline and you will call again when ready. 

(4.) Miscellaneous : 
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(a.) Poor transmission and responsibil- 
ity for repeating conversation. 

There are various causes for poor trans- 
mission, such as trouble on toll circuits, 
trunk lines, subscriber lines, switch- 
boards, etc. 

A poor talking connection is unsatisfac- 
tory to patrons. They are not interested 
where the trouble lies. They consider only 
one thing; and that is they should be able 
to converse easily and’ without repetition or 
interruption. 

If a subscriber at your office is having 
difficulty in hearing or making himself 
heard, some action must be taken at once. 
If your toll center is not on the line, sig- 
nal her immediately so that she can stamp 
off the ticket, and try to locate and remedy 
the condition if possible. 


But if she is unable to improve the talk- 
ing condition, and both parties wish to 
have the message repeated, they must be 
advised that the telephone company will be 
in no way liable if an error is made. Your 
toll center is responsible for repeating a 
conversation which she is to time. But you 
must be ready to assist her if she needs 
you; otherwise keep out the connection, 
for this will make it easier and better for 
her. Likewise, you must be willing to as- 
sist an incoming operator if she needs your 
help. 


A repeated conversation takes more 
time, and sometimes allowance has to be 
made in the charge. That is the reason 
your toll center is primarily responsible 
for repeating. She will advise you at the 
finish of conversation what allowance she 
has made, if any; providing it is her prac- 
tice to advise you of the time and charge. 
Otherwise, proper allowance will be 
shown on her ticket which will be later 
sent to your office for billing purposes. 


(b.) “Leave Word Report” to patrons: 

It is more than likely that some of the 
operators in this class, ticket, time and han- 
dle a part of their own toll traffic. Such be- 
ing the case, it is necessary that you have 
some knowledge of proper procedure on 
toll circuits, in dealing with calling and 
called telephones, and parties. 


Sometimes when you announce a person- 
to-person call to the called station, you are 
told that the called party is not there. Ask 
then, how soon he is expected. If the 
called party is expected in half an hour or 
less, give the report to the calling party 
and ask if he will talk with anyone else. 
If no one else will do, and he asks you to 
leave word at the called telephone, say to 
the person at the called telephone this, 
for example: 

“Please ask Mr. Brown to notify ‘Long 
Distance’ when he is ready to talk 
with——.” 

(c.) Disputed charge—one responsibil- 
ity for adjustment. 

Patrons do not ordinarily make a com- 
plaint or dispute a charge unless they feel 
they have some reason for doing so. For 
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example, if, before or after conversation 
starts, the calling party reports that he 
has reached the wrong telephone, you must 
consider the call a wrong number call, 
even if the mistake is his. 

Ring your toll center immediately so 
that she will stamp off the ticket. She 
will assure your subscriber that she will 
try to reach the right number, and call 
him. 

There are cases, once in a while, when 
a person at a post payment coin box dis- 
putes a charge, refuses to make required 
deposit, or leaves the pay station without 
making a required deposit. 

Your toll center should be advised at 
once. It often happens that she is able to 
give a satisfactory explanation to your 
patron for the justness of the charge.. In 
any event, your company will not be billed 
with any amount not collected at a pay 
station. 

(d.) Subscriber on an inward connec- 
tion signals and requests that he be con- 
nected to another number at the tributary 
office. 


When you answer a signal on an inward 
connection, occasionally, you may receive 
a request from either the called or calling 
subscriber to transfer the connection to an- 
other number. If you should receive such 
a request, advise the originating party to 
signal his operator. Explain to your sub- 
scriber that you have advised the calling 
party to signal his operator first. 


Sale of Five Hosea Properties in 
Indiana Announced. 

Sale of five Indiana _ telephone 
panies, involving property with an esti- 
mated value of $1,500,000 has been an- 
nounced by Max F. Hosea, Indianapolis, 
president of the Indiana Telephone Se- 
curities Corp. The purchaser was the As- 
sociated Telephone Utilities Co. of Chi- 
cago, operators of a riumber of companies 
in several states. 


com- 


Announcement of completion of the 
transaction was made by Mr. Hosea Sep- 
tember 5 on his return from Chicago. The 
five companies were only a small portion 
of Mr. Hosea’s holdings. He and the 
holding company of which he is president, 
own and operate about 40 telephone prop- 
erties in Indiana and Illinois. 


The companies included in transfer are 
the Greencastle Telephone Co., 
about 1,700 subscribers; the Logansport 
Home Telephone Co., 7,000 subscribers: 
the Putnam County Telephone Co., which 
is exclusively a long distance company; 
the Steuben County Telephone Co., which 
serves 2,400 subscribers in Angola and vi- 
cinity, and the Royal Center Telephone Co. 
with 500 subscribers. 

Besides Mr. Hosea, officers of the Indi- 
ana Telephone Securities Corp. are Joseph 
W. Stickney, secretary and treasurer, and 
Wendell Sherk, vice-president. 


serving 











Training Operators for Advancement 


Importance of Selecting Right Girls at the Start for Operators—Mostly Up to 
Operator to Make Advancement—Some Qualifications Necessary to Capable 
Operator—Address Given at Traffic Conference of the National Convention 


In selecting and training operators for 
any office it is becoming more and more 
the custom to ask the applicant—‘*Have 
you had a high school education or any 
commercial training?” And at no time 
should we select a girl with a reckless 
social record. She should have stability 
of character. We should favor the gir! 
who has the respect of her associates and, 
in a small town, of the public. She should 
be able to advise and impart information 
and explanations to the public in a pleas- 
ing and intelligent manner. She must have 
tact and liberal regard for the rights of 
others and be able to use the right words 
and the best tone of voice at all times. 

However, the circumstance that a girl 
comes from highly creditable environment 
and has superior educational accomplish- 
ment to her credit is not a 100 per cent 
recommendation for a telephone operator. 
And neither should the fact that a girl 
comes from a less promising home and 
surroundings and educational finish detract 
over much from her possible desirability 
as a good operator prospect. 

She may never have had a chance to 
demonstrate her worth and, on the other 
hand, she might be so well brought up 
that she is a “spoiled baby” and unfitted for 
telephone operating duty. It is pleasant 
minded, dependable girls we need and to 
get those for such trying positions as 
switchboard operating who will please the 
public is probably the most important 
responsibility in telephone service-giving. 

After the selection of an operator is 
made, it is mostly up to her to make 
advancement. Yet constructive advice 
is important to her switchboard education. 
She will need familiarity with the prac- 
tices and customs of efficient operating. 

Some of this she must get from her 
chief operator and her switchboard. asso- 
ciates, and some of it she must get from 
reading telephone literature and from con- 
versing with other operators. The girl who 
doesn’t take an interest in finding out how 
to give better satisfaction to subscribers is 
at a standstill and will never get any- 
where. 

It is the one who wants to know how 
who may be depended on to progress and 
win promotion; and if she takes no interest 
in better qualification, by inquiry or ob- 
servation, she would be better off at some 
position which requires neither energy nor 
ambition. “He who wears the spurs must 
win them,” is especially true in the tele- 
phone service, where the public is more 


By Miss Belle Bernetha, 
Rochester Telephone Co., Rochester, Ind. 


exacting and impatient than in almost any 
other vocation. 

Experience sometimes makes for a last- 
ing lesson. I remember one very trying 
day and my regret of an answer given to 
one of our subscribers. She notified me 

















“It Is the One Who Wants to Know How,” 

Says Miss Bernetha, ‘“‘Who May Be De- 

pended Upon to Progress and Win Pro- 
motion.” 


they were moving in three weeks and 
would like very much to have her name 
listed correctly once in our directory, 
which was being printed. I did not select 
the right words cr the gracious tone of 
voice and answered: “When a subscriber 
moves every month it is impossible to keep 
her listed correctly.” She resented my 
answer and did not look my way when 
she met me.. But I afterward did her a 
kindness that made her forget my untactful 
answer. 

The public is very critical at times and 
an impatient or abrupt explanation will 
work injury to the telephone company. 
The girl who attends our district confer- 
ences and takes part even in a minor way 
is surely adding to her personality and 
fitting herself for advancement. She feels 
she is a part of the great work of 
telephony. 

We take operators to all our state con- 
ventions—that is, toll operators—while to 
our district meetings we take some of our 
newest operators that they may become 
more interested and enthusiastic in the 
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work and learn, by hearing suggestions of 
others, how they will be due for advance- 
ment. 

Good enunciation and a clear, pleasing 
voice is another qualification, as is neat- 
ness in appearance, system in work, doing 
that which is assigned to her every day in 
an effort to be useful in. the organization, 
and to the people which the organization 
serves. 

Human nature is very responsive. If 
you want the best efforts from your em- 
ployes you must give them help and advice 
continuously and let them know you are 
interested in their personal welfare. The 
current of many a life is changed by a 
kind word, a kind look, a friendly smile, 
an evidence of personal interest. 
give them 


We must 
thought. Elbert 
Hubbard said, “If I can supply you with a 
thought you may remember it and you 
may not. But if I can make you think a 
thought for yourself I have indeed added 
to your stature.” 

We of smaller cities perhaps have an 
advantage over larger cfhices, as we can 
explain to our toll operators what it means 
to the company to have cancelled tickets, 
loss of revenue and a disappointment to 
the party placing the call. Our operators 
have become so interested in their comple- 
ticn of calls they frequently ask the book- 
keeper for a report on the day’s work. 
All operators can be in line for advance-— 
ment, and many who, by strict adherence 
to duty, giving daily loyalty to the task at 
hand—make possible their promotion. 

Self pity displayed by an operator is not 
conducive to a strong personality. Such 
would be prone to shirk her duty and let 
the other person do the work. “She should 
have done it herself,” would be her excuse. 
It is an established fact that the greatest 
help toward the success of one’s self is 
unselfishness and she who works best for 
all certainly works best for herself. 

Operators should have enthusiasm for 
their work and companionship for those 
with whom they work. Opportunity, duty 
and responsibility are inseparably linked 
together. Operators should be taught to 
remember this: Never returned are the 
spoken word, the sped arrow, time past and 
the neglected opportunity. 

Our opportunity to serve is a great 
privilege. Warren G. Harding once spok 
of service as being “The greatest thing in 
the human calendar; and the better we 
equip ourselves, the better we serve, be- 
cause in the expansion of the mind comes 
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ELECTRICAL AND MECHANICAL PERFECTION! 


Illinois 


phone Co., Gillespie, III. 
Two 11 Cell 
Type DPG-7 
Batteries 









Central Tele- 











THE 11 POINTS TO 


PHILCO... 





. Corner and Side Locks. 


Diamond Grids. 


. Philco Processed Plates. 
. Philco Slotted Retainers. 
. Quarter-Sawed Hardwood 


Separators. 


. Spray-Proof Funnel Vents. 
. Built-in Charge Indicators 


and Thermometer. 


. Burned-Bolted Connectors. 
10. 
11. 


Shipped Fully Charged. 


Lowest Space _ Installation 
and Maintenance Cost. 








7 Diamond 









a Grid 


WHAT? THE KEYSTONE OF ME: 
¢ CHANICAL PERFECTION! 
An extra-heavy grid built like the Philadelphia-Camden 


Bridge and just as reliable from beginning to end of the 
long life of PHILCO Power Batteries in Steel-Glass. 


HOW? A single mold operation produces the 
¢ cored Diamond Grid. Its heavy ver- 
tical supports plus the rugged, double-latticed and 


staggered cross members tell the story of Superior 
Structural Strength. 


WHY? The Perfect Grid must (A) Lock the 
¢ active material firmly in place—and— 
(B) Resist severe strains of exacting service without _ 


buckling. 


The very construction of the cored Diamond Grid 
insures unequalled locking ability. MOREOVER 
PHILCO Diamond Grid Plates wi// not buckle and 
cannot because PHILCO SUPER-BRACES. 


WATCH THE 11 SUPERIORITY 


POINTS, M-O-N-T-H-B-Y-M-O-N-T-H 







DIAMOND GRID 
BATTERIES 





| Philadelphia Storage Battery Company, Power Division: | 
| Ontario and C Streets, Philadelphia, Pa. | 
| Please send me Bulletin No. 956 describing in complete detail Philco Spray- | 
Proof Telephone Batteries in Steel-Glass. 
| Pe ee rrr Ter rye Terry Terry Per Tee rr er eye Ter yy Tere ere ry ee ree Seer re | 
NIE on os \c, sheen cetien ea sande suecamen dace nedddb band abnacaeeeioiuiell | 
| TD. cvecacwaeqeses ips sesbabebeGeebekeaeedes Pi .teh 2c chhbedcnuwsdes bees 60% | 
| TUNE IN ON THE “PHILCO HOUR” | 
Oe ' 


When writing to Philadelphia Storage Battery Company please mention TELEPHONY. 
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the better understanding of how best to 
serve. Young man, young woman, no 
matter what your future in life, the great- 
est compensation that will come to you 
tomorrow, or next year, or the closing 
year of your life will be the conscious- 
ness that you have somehow been of serv- 
ice either to your friends, your state or 
your common country. This is the great- 
est thing that can happen.” 

Operators who are on duty each day, 
year in and year out, are worthy of the 
highest praise, and their reward, if not a 
promotion, is their own satisfaction of 
work well done. Quoting from an article 
written by Miss Barnes, in TELEPHONY: 
“In our business activities we are either 
in line or out of it. If we are unwilling 
or unable to move forward vigorously we 
cannot expect those ahead of us to step 
out of an advantageous position and say 
to us ‘After you my dear Alphonse’ and 
give place to us.” 

A girl who is preparing herself. for 
advancement must learn to do as she is 
told by those in command. In fact, we 
must all “take orders” cheerfully from 
our superiors in order that we may just 
as cheerfully impart instructions to our 
associates. I recall an instance where I 
asked the question of a high telephone 
official, “What is Miss Smith’s trouble? 
I thought she was so efficient.” And the 
reply was, “She would not recognize a 
It has been said the best training 
our soldiers had in the army was how to 
take orders. 


boss.” 


Sometimes we have operators who are 
due for promotion from long service, but 
you know they are not fitted for this 
advancement. Should we promote them? 
I feel that this is done quite often to the 
detriment of telephone service. 

With 32 years of telephone experience 
I feel I can reasonably safely select an 
operator who will make good. If her rea- 
son for wanting a position is that she has 
“nothing else to do and thinks it would be 
a lot of fun,” it shows that she is not 
interested in the work. Hence, I do not 
seriously consider her application. 

I have tried to touch on a number of 
qualifications necessary for an operator to 
have in order to fit her for advancement. 
They are: Intelligence, education, amiabil- 
ity, neatness, tactfulness, interest, and last 
but not least, good habits and good health, 
which are of great importance. 

An operator to put forth her best efforts 
must have strength and wide-awakeness. 
She can meet her responsibilities only by 
being regular in her attendance and alive 
in her work, for if she is not dependable, 
it works a hardship to those in charge and 
to associate operators. 

Some of you may say, “There is no such 
animal.” But if we would serve best in 
choosing and training operators we must 
aim high and profit by mistakes of the past, 
always remembering that humanity is liable 
to err, that surface indications are not 
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infallible and that of all the things we do 
or fail in doing, “the greatest of these is 
charity.” 


Many Businesses in New York 
City’s New Red Book. 


Listing 4,338 kinds of business, ranging 
from abattoirs to zinc business, Donnelly’s 
New York City Red Book, the commercial 
telephone guide, was distributed on its 
20th anniversary August 29. However, it 
is no longer a red book, but rather four 
of them, as it has followed the lead of the 
New York telephone directory and is is- 
sued in sections by boroughs, with the 
exception of Staten Island. 


The 13,000 surgeons in New York City, 
of whom 5,800 are in Manhattan, provide 
the bulkiest listing, but between the A’s 
and Z’s there lurk many headings which 
arouse the average reader’s curiosity. For 
instance, there are listed such lines as 
magic tricks, synagogue goods, deckling 
paper, dice, phrenologists, scavengers, tor- 
tise shells, hearing devices and overall 
laundries. 


Likewise, there are back number news- 

paper dealers, noodles and mnurserymen, 
along with pompons, powder puffs, quilt- 
ing, pipe bending machinery, pretzels and 
tacks. 
Bootleggers and speakeasies are omitted 
for obvious reasons, but the publishers pro- 
fessed surprise that no one makes, dis- 
plays or sells lunch wagons in greater New 
York, since the Buyers’ Service Bureau of 
the publication has listed an average of one 
call a day for information about this com- 
modity. New Jersey and New York 
towns get this business. 

The publishers reported that 200 more 
occupations are listed in this issue than last 
year, a steady rate of increase since the 
book’s inception, due to the invention or 
discovery of new occupations or subdivid- 
ing necessary to avoid confusion. 

The ever-recurring necessity of the lat- 
ter was illustrated by the case of a manu- 
facturer of chiffons for bookbinding who 
finally was forced to request a definite 
heading to keep manufacturers of women’s 
wear from overwhelming him with 
business. 


Oklahoma District-Meetings Post- 
poned Until October. 

Owing to important telephone hearings 
before the Oklahoma Corporation Com- 
mission set for September the fall series 
of district telephone meetings of the tele- 
phone division, Oklahoma Utilities Associa- 
tion, has been postponed to the following 
dates: Shattuck, Tuesday, October 1, un- 
der auspices of the Standard Telephone 
Co.; Jet, Thursday, October 3, with the 
Jet Commercial Club and the Jet Rural 
Telephone Co. as hosts, and Watonga, Fri- 
day, October 4, under auspices of the 
United Telephone Corp. 
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Other meetings are being arranged fo: 
November. All telephone people within 
the range of these meetings are urged to 
plan now to attend one or more. 





Federal Government Telephones to 
Be Listed Separately in Directories 

Commercial telephone directories of all 
cities throughout the country, after 
October 1, will contain a standard listing 
of all governmental activities in the cities, 
segregated in one section of the directory, 
pursuant to a plan evolved by the govern- 
ment’s inter-departmental board on simpli- 
fied office procedure, the chairman of 
which, Maj. Alfred H. Erck, stated orally 
on August 28 in Washington, D. C. 

Arrangements have been completed, 
Maj. Erck said, with the American Tele- 
phone & Telegraph Co. for separate tele- 
phone listings of all federal governmental 
agencies, so that a uniform and simplified 
system will result. The telephone direc- 
tory for Washington, D. C.,. he said, 
already has adopted the system as a trial, 
and other city telephone directories, in their 
fall issues, will carry the “U. S. Govern- 
ment” general heading on a modified scale. 

Plans for the new system, said Maj. 
Erck, were worked out under the direc- 
tion of the chief co-ordinator of the United 
States, Rear Adm. H. H. Rousseau, and 
in cooperation with the telephone company 
and the Bureau of Standards. 

Not only will the new system greatly 
simplify the recording of government 
agencies in telephone directories, Maj. 
Erck said, but it will result in savings to 
the government for. expenses entailed in 
the “scattered” method of listing. Names 
of government personnel are eliminated 
under the new listing, except where a name 
is necessary to identify commissioners of 
federal agencies or judges sitting on fed- 
eral benches. Names of heads of depart- 
ments, chief clerks, division chiefs, and the 
like, heretofore listed in the subscribers’ 
section of the directory, are discontinued. 

The new “United States Government” 
listing in all directories, will be “protected” 
by cross-references in the individual sub- 
scribers’ section of the directories, Maj. 
Erck said. For example, all boards of the 
federal government will be listed in the 
proper alphabetical positions in the indi- 
vidual subscribers’ section of directory, but 
with the reference “See United States 
Government.” 

In the cases of federal services whose 
status as government activities is not gcn- 
erally known, such as the Alaska Railroad, 
Maj. Erck explained, the listing wil! be 
continued in their proper alphabetical posi- 
tion in the subscribers’ section as wel! as 
under “United States Government.” 

“The proposed uniform method,” =1id 
Maj. Erck, “will be economical, wil! fa- 
cilitate official business, and will provide 
ready and adequate reference for the ‘1 
formation of the general public.” 
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Stopping 
those electrical leaks 














DRY batteries store up electricity in the 
form of chemical energy: Columbia Gray 
Label Telephone Cell energy is released 
only when the telephone receiver is up. 
These batteries contain no impure ele- 
ments that produce miniature internal 
circuits and waste energy within the 


battery. Columbia Gray Label Tele- 
phone Cells are made espe- 


cially for telephone work and 
because of their construc- 
tion waste less electrical 
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energy through electrical leaks when 
idle. That’s why Columbia Gray Label 
Telephone Cells retain their power 


longer. Thus increasing telephone 
dividends. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York, N.Y. San Francisco 


Unit of Union Carbide ({ijga and Carbon Corporation 


Olumbia 
Telephone Batteries 


Best by test—they last longer 









When writing to National Carbon Co., please mention TELEPHONY. 
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Personal Notes from the Field 





L. E. Winget, formerly general traf- 
fic manager of the telephone properties of 
the International Telephone & Telegraph 
Corp. in Spain, has been appointed assist- 
ant general manager of the United Tele- 
phone Co. with headquarters in the Bank- 


ers Building, 105 West Adams _ Street, 
Chicago. 
Mr. Winget started in the telephone 


business at Charleston, W. Va., with the 
Southern Bell Telephone & Telegraph Co. 
in the fall of 1899, with the position of 
chief clerk and assistant to the superin- 
tendent of the state; he was transferred 
to Atlanta, Ga., as toll service inspector 
and was later chief toll service inspector, 
handling toll circuit layouts, toll switch- 
board With the in- 
stallation. of the functional organization of 
the Southern Bell company, Mr. Winget 
was appointed superintendent of traffic for 
the Savannah division, .comprising south 
Georgia, eastern South, Carolina and the 
Florida. 


requirements, etc. 


state of 
transferred to the American 
Bell Telephone Co. under Thomas B. Doo- 


He was 


little (inventor of hard-drawn copper wire 
and the father of the toll center checking 
system) where he engineered toll circuit 


layouts and toll switchboard requirements, 

















L. E. Winget, Assistant General Manager 

of United Telephone Co., Chicago, Has 

Had a Wide Experience Covering Many 

Phases of Telephone Work in His 30 Years 
in the Field. 


with the associated Bell com- 
He was transferred to New York 
with the moving of the engineering depart- 
ment on similar work. 


working 
panies. 


Mr. Winget was next appointed division 
superintendent of traffic for the North- 


western Bell Telephone Co. in Minnesota, 
North Dakota and South Dakota and later 
transferred to the Southern Bell Telephone 
& Telegraph Co. at Louisville, Ky., as 
superintendent of traffic for Kentucky, 
southern Indiana and southern Illinois. 

As division trafic engineer for the 
Pacific Telephone & Telegraph Co., Mr. 
Winget was one of the three engineers in 
charge of the Seattle ‘‘cutovers” to panel 
machine switching equipment. He was gen- 
eral superintendent of traffic in the tele- 
phone department of the Brazil Light & 
Traction Co., Rio de Janerio and 
Paula, Brazil. 

For two and one-half prior to 
with the United company, Mr. 
Winget was general traffic manager of the 
International Telephone & Telegraph 
Corp. for Spain. 

Lloyd B. Wilson, who has been com- 
mercial engineer of the American Tele- 
phone & Telegraph Co. at New York, has 
been elected president of the four Bell 
companies operating in and about Wash- 
ington, D. C., succeeding the late A. E. 
Berry. These are the Chesapeake & 
Potomac Telephone Co. of Virginia, the 
Chesapeake & Potomac Telephone Co. of 
West Virginia, the Chesapeake & Potomac 
Telephone Co. of Baltimore, serving the 
state of Maryland, and the Chesapeake & 
Potomac Telephone Co. of Washington, 
which serves the District of Columbia. 


Sao 


years 


going 


Thirty years ago Mr. Wilson en- 
tered telephone work at Plattsmouth, 
Neb., as night operator at $15 a month, 


for the old Nebraska Bell company, at- 
tending high school in the daytime. When 
he graduated from that school, he con- 
tinued his work, and also became assistant 
to the manager, in which capacity he dug 
holes, climbed poles that he helped set 
and also installed telephones. This work 
he did in the daytime so, he said, to en- 
able him to learn more about the business 
than in plugging calls at night. In his 
evenings he studied the switchboard and 
learned its. construction and _ operation. 
That was in 1899, 

-In 1901 he went to Lincoln as an inspec- 
tor’s helper. In five months he was in- 
spector; in two years he was a manager 
out in the state, then district manager at 
Grand Island, then in charge of the dis- 
trict of Omaha, Neb., and later division 
manager at Minneapolis, Minn. In 1919, 
he was commercial superintendent of the 
Northwestern Bell Telephone Co. for the 
five states in which it operates. In 1925 
he was transferred to New York, where 
he was given important tasks in 
cession. 

It was in the commercial field that Mr. 
Wilson first won his spurs, when manager 
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suc- 


for the Nebraska Telephone Co. at Central 
City, Neb. That exchange had 150 town 
subscribers and none in the rural district, 
when he became manager there in 1903. 
In three years he increased the town su)- 

















Lloyd B. Wilson Commenced as Night Op- 
erator in Plattsmouth, Neb., While Attend- 
ing School During the Day. He Soon 
Started Working Daytime Doing Line and 
Installation Work and Later Worked Up 
Through the Commercial Department of 
the Northwestern Bell Company to Com- 
mercial Engineer of A. T. & T. Co., New 
York, and Then to the Presidency of the 
Chesapeake & Potomac Group of Bell 
Associate Telephone Companies. 


s¢ribers to 750 and had a large rural de- 
velopment in the surrounding territory. 

When he left the Northwestern Bell 
territory early in 1925, Mr. Wilson was 
one of the best liked men in the business 
in the West. He has the diplomatic tem- 
perament and as this is combined with a 
winning personality and what his friends 
affectionately term a “golden smile,” he 
was of tremendous aid to the Northwest- 
ern Bell company in straightening out rate 
tangles, service conditions, and developing 
new business. 

Such, in brief, is the story of the man 
who now heads the Chesapeake & Poto- 
mac company. And he has an unusually 
large number of well-wishers who believe 
him to be “the man for the job” in every 
way. 

C. W. Motter, of Lincoln, Neb., past 
commander, Lincoln Post No. 3 of the 
delegation of -150 men to the 11th annual 
American Legion who headed the Lincoln 
convention held in Hastings, August 25-29 
was elected senior vice-commander, Am«r!- 
can Legion, Department of Nebraska. 
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NATCO CLAY CONDUIT... 


Permanent 
in character 
and form... 
yet flexible 


as rubber! 
7 


Natco Slant or Mitered Conduit approaching 
and crossing a viaduct at Aurora, Iil., Illinois 


Bell Telephone Company, June, 1929. 








NATCO 


THE PROBLEM: To convert a duct bank 2-ducts 
wide and 1o-ducts high into a duct bank 20-ducts wide 
and 1-duct high, so as to pass over a viaduct without 
the need of a manhole. 


THE OLD SOLUTION: A large, expensive manhole 
at each end of the viaduct; costly splicing and training 
of 20 cables. 


THE NATCO SOLUTION: The use of Natco Slant 
or Mitered Conduit permitted the “fanning” or “splay- 
ing” of the vertical bank into a horizontal bank. 


The bottom course was brought up to grade, run straight 
through. Successive courses were brought up to grade, 
and “fanned” to positions side by side. 


CONCLUSION: Natco saves extensive manhole con- 
struction, money and time; eliminates expensive cable 
splicing; keeps the cables intact; provides a duct per- 
manent in character and form—yet flexible as rubber. 


Let us know your particular problem—we’ll gladly co- 
operate with you in solving it. 


NATIONAL FIRE-PR@FING:-COMPANY 


General Offices: Fulton Building, Pittsburgh, Pa. 


Distributors in the United States 
Graybar Electric Kellogg Switchboard 
Company, Inc. & Supply Company 
Distributors in Canada 


Northern Electric Company, Ltd. 


NATCO 


THE COMPLETE L/NE Of 










THE QUALITY 


“CONDUIT CONDUIT 





When writing to National Fire Proofing Co., 


please mention TELEPHONY. 
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Cc. W. Motter, Publicity Director of Lincoln 
Telephone & Telegraph Co., Who Has Been 
Elected Senior Vice-—Commander of the 
American Legion, Department of Nebraska. 


Mr. Motter’s activities with the Amer- 
ican Legion in Nebraska included being a 
commander of Lincoln Post, No. 3, and 
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chairman of the state community service 
committee. His excellent work in this latter 
capacity won for him state-wide recogni- 
tion. He has been a member of the state 
department’s speakers’ bureau for some 
time. 

Under Mr. Motter’s leadership, the Lin- 
coln Post won for the second time, the 
Kinder trophy, offered by Past Department 
Commander Jean B. Kinder, to the Ne- 
braska post with the best record of com- 
munity service and betterment. 

Commander Motter is publicity director 
for the Lincoln Telephone & Telegraph 
Co., and through his activities in this con- 
nection is well-known over the state. Prior 
to going with the Lincoln company sev- 
eral years ago, Mr. Motter was publicity 
director of the United Telephone Co. at 
Abilene, Kans. 

Obituary. 

Max H. Winkler, a lawyer who fre- 
quently fought for lower telephone rates 
and was a special deputy attorney general 
of New York State.in the rate contro- 
versy in 1925, died on September 1 in his 
apartment in New York City, after an ill- 
ness of several months. He was about 55 
years old. 

Mr. Winkler, who was a member of the 
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law firm of Winkler & Rogers, 79 Wall 
street, began his series of attacks on ex- 
isting telephone rates or their proposed 
increases in 1913. 

Since that time his name had ap- 
peared frequently in the newspapers as 
the author of pamphlets or statements 
charging the New York Telephone Co. or 
the American Telephone & Telegraph Co, 
with exacting excessive revenue for sery- 
ice; or as a speaker at public hearings in 
New York City or at Albany. 


In 1915 he was credited with having 
headed the popular agitation that led to a 
reduction in rates for New York City 
after a controversy of many months’ du- 
ration. He said that he received little 
financial aid in his fight, 571 letters to 
various organizations asking for contri- 
butions bringing him only $197.05. 

Mr. Winkler also was an expert on gas 
rates. He was interested in all public 
projects that affected the life of New 
Yorkers. In 1923 he submitted to the 
board of estimates a plan for widening 
upper Fifth avenue to relieve traffic con- 
gestion. He offered suggestions for the 
west side development, and he attacked 
the proposed music and art building in 
Central Park as unlawful. 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Association Committee Against 
Communications Commission. 
Recommendation that enactment of the 

Couzens bill (S. 6), to establish a federal 

communications commission with full con- 

trol over wired and wireless telegraphy be 
opposed for the present, because radio 
regulation is not yet at such a stage where 
it can be safely assimilated to regulation 
of wire communication, is made to the 

American Bar Association by its standing 

committee on radio law. 

The standing committee, headed by 
Louis G. Caldwell, a special counsel of the 
Federal Radio Commission, as chairman, 
has filed with the commission a copy of 
its report. 

Mr. Caldwell, the former general 
counsel of the commission, is retained as 
commission counsel in the case involving 
Station WGY, of the General Electric Co., 
in which the commission has filed writs for 
review and appeal with the United States 
Supreme Court. 

The report will be submitted to the asso- 
ciation at its annual meeting at Memphis, 
Tenn., October 23-25. The recommenda- 


tions, which the committee will ask the 
association to adopt, it is explained, are 
designed to clear up “important defects” 


in the radio act of 1927, and bills now pend- 
ing. The standing committee recommends 
complete repeal of the Davis equalization 
amendment to the radio act; of the pres- 
ent “Zone” system of radio administra- 
tion; of the anti-monopoly provisions of 
law preventing the merging of wire and 
wireless companies, and of the provision 
requiring that construction permits be ob- 
tained before construction of a radio sta- 
tion is allowed. 


In addition it recommends the “imme- 
diate termination” of the existing uncer- 
tainty and division of authority in radio 
administration by placing radio regulation 
“definitely and permanently in the hands 
either of the Federal Radio Commission 
or the Department of Commerce.” 


The report states that “section 13 is a 
constant threat to the foreign communica- 
tion system of the United States,” that it 
makes it possible that a large proportion 
of the invaluable short-wave channels 
which the United States has appropriated 
and assigned for use by American com- 
panies may at any time “be thrown back 
into the international grab-bag open to reg- 
istration by other nations.” 

Section 17, according to the report, “rests 
upon a misconception as to the nature of 


radio reception and its relation to wire 
communication”; the two means of com- 
munication should be permitted to com- 
bine under proper conditions, and such 
combination will be to the advantage of 
the public. 


Radio Protective Association Op- 
poses Cable-Wireless Monopoly. 
The Radio Protective Association, in 4 

statement issued in Washington, D. C., on 

September 8, by its executive secretary, 

Oswald F. Schuette, declared that the 

“radio buying and listening public should 

be warned against the present campaign 

of propaganda to repeal the anti-trust pro- 
visions of the radio law.” 

“Because the Department of Justice has 
failed to enforce the Sherman and Clayton 
anti-trust laws, the anti-trust sections of 
the radio law are the only protection which 
the public has against the radio trust,” the 
statement adds. “That is why that monop- 
oly is carrying on its present campaign of 
repeal.” 

“It was the prohibition against a cable- 
wireless monopoly in the radio law that 
stopped the sale of the communication 
services of the radio trust for $100,000,000 
to the International Telephone & Telegraph 
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Uniailing Power 
for PBX and MAGNETO 
BOARDS with 


FANSTEEL 


Triekle Charging 


Fansteel Trickle Charging is the most convenient 
and reliable source of telephone power. It requires 
practically no attention. 

With Fansteel Trickle Charging, the storage battery 
is put on continuous charge from any AC source. 
The charging rate puts into the battery a little more 
power than is taken out of it by use. The battery is 
never removed from service. Should the power line 
fail, the battery has stored sufficient power to 
operate the board until the failure is corrected. 
Usually no charging noise is encountered; where it 
does exist, a simple filter circuit removes it. Fansteel 
Trickle Charging is today displacing the use of cable 
pairs for charging PBX batteries by reducing the 
cost of switchboard power. 


Saves as much as 50% in cost 


Fansteel Trickle Charging does away with duplicate 
batteries, with the need for an attendant, an occa- 
sional inspection only being necessary. In cases 
where cable pairs are now used for charging, the 
saving in power alone is as high as 50%, without 
considering the investment, loss of service and 
depreciation in cables. 


Low initial cost 


A Fansteel Charger is low in initial cost and simply 
installed. It is a permanent piece of equipment. It 
has no moving parts, causes no inductive disturb- 
ances in electrical circuits, operates under prac- 
tically all extremes of weather, and requires no 
maintenance other than the infrequent addition of 
water. 

Write for booklet describing the Fansteel Tele- 
phone Charger and for full information about new 
«quipment recently developed. See how a Fansteel 
imstallation is now even more economical than in 

he past. 

Don’t fail to see the Fansteel Display in the 

merican Electric Company booth at your local 
‘-lephone convention. 


F..NSTEEL PRODUCTS Co.. INC. 
North Chicago, Illinois 


Distributors 


A‘ TERICAN ELECTRIC Co.. INC. 
State and 64th Streets, Chicago 
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Used by 
84 out of 114 


Independent Companies 
having over 


3,000 


subscribers 





HE found _ that 


industry has 
Addressographs reduce expense, save time, 


telephone 


prevent mistakes and add to profits. Of the 114 
independently owned operating telephone companies 
in the U. S. rated as having over 5,000 subscribers, 
84 use Addressograph products. 


From the small hand-operated machines to the large 
automatics there is an Addressograph for every size 
business. Same machine imprints subscribers’ bills 
with name, address, date, rate, etc. And writes 
and imprints countless forms used in the office, 
stockroom, shop, etc. The work is done 10 to 50 
times faster than by hand methods and errors are 
impossible. 


Let the Addressograph representative show you 
how other telephone companies are saving time, 
reducing expense and eliminating errors with 
Addressographs. Send the coupon. 


Sales and service agencies in the principal cities of the world 
ADDRESSOGRAPH Company, 916 W. Van 


Canadian Head Office and Factory: Addressograph Co., Ltd., 
30 Front Street W, Toronto, 2, Ont. 
European Head Office and Factory: London, England. 
Manufacturers of Graphotype, Addressograph, Dupligraph, 
Cardograph, Speedaumat 


3uren St., Chicago 








AppressocrarnH Co., 916 W. Van Buren St., Chicago, Ill. 


Am interested in knowing how Addreseograph will 
reduce expense and save time in my business. 


Name sovcsnse 


Address 
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Corp.,” Mr. Schuette’s statement said, 
“Had that deal been consummated, it would 
have compelled the users of these radio 
channels to pay interest upon a capitaliza- 
tion of $100,000,000, although the trust 
obtained these wave lengths free from the 
United States government.” 


Jury Returns Verdict for Plaintiff 
Against Telephone Company. 
The Superior Court of Delaware, in an 

action by a dentist, Dr. Stein, vs. the 

Diamond State Telephone Co. for errors 

in his telephone directory listing occurring 

in two issues, held that the plaintiff was 
not entitled to punitive damages, since the 
acts of the telephone company were merely 
negligent and not malicious.. A verdict 
was directed for compensatory damages, 
for which the company admitted liability. 

The plaintiff had maintained an office 
with another dentist, their individual 
names being listed in the telephone di- 
rectory under the same number. 
vember, 1926, the plaintiff moved his office, 
notifying the telephone company, which 
installed a telephone at the new address 
with a different number. 

In the February, 1927, directory, the 
plaintiff was listed twice, both at the old 
and new numbers. He complained of this 
double listing and while the company im- 
mediately offered to intercept and trans- 
mit properly all calls made to him at the 
old address, he was also told that the list- 
ing at the old address had been made pur- 
suant to a contract with the other dentist 
a'one, and that the company doubted its 
right to omit such listing without notice 
from him, 

In June, 1927, the plaintiff again moved 
and while the company was notified of such 
removal, and he then had a residence tele- 
phone, it failed to list his name in any 
way, as of the latest address, in the August 
directory of that year, although the origi- 
nal listing still appeared. 


In this action for both compensatory 
and punitive damages, the plaintiff made 
no specific proof of any actual damages 
suffered because of the double listing, but 
there was proof that various persons who 
were in need of dental work who would 
have gone to the plaintiff, had been com- 
pelled to go to other dentists because they 
were unable to find his name in the August 
directory. There was, also, proof of cer- 
tain monetary losses. 

The plaintiff claimed that the evidence 
justified the inference that the acts of the 
company were wanton and malicious in 
their nature, and that he was entitled to 
exemplary damages. The company ad- 
mitted that it owed a duty to the plaintiff 
to list his name, occupation and telephone 


number correctly in both directories, and’ 


that it negligently violated that duty. It 
admitted that the verdict should be for 
the plaintiff for compensatory damages. It 
introduced evidence to show that the 
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errors were in no sense intentional on its 
part, but were made by the printer in 
violation of directions. 

The court held that where the facts 
warranted a consideration of the question 
of punitive damages, the amount of such 
damages, if any, was for the jury to de- 
termine; whether the evidence justified any 
consideration of the question was often 


a question of law for the court to de- 


termine the wrongful acts for which a per- 
son could be punished by the award of 
punitive or exemplary damages must be 
willful, malicious or wanton in their char- 
acter. 

The acts of the company, the court 
stated, while unwarranted and in viola- 
tion of its duty, were merely negligent; 
or at the most so far as the double listing 
was concerned, acts which it thought it 
had a right to do and not malicious acts 
for which it could be punished by an award 
of punitive damages. The court directed 
the jury to return a verdict for the plain- 
tiff for damages. The jury returned a 
verdict of $500. Stein v. Diamond State 
Telephone Co., 146 Atlantic 737. 


Rates Specified in Franchise Enter 
Into Increase Application. 

A hearing held September 6 at Port- 
land, Ind., by Calvin MacIntosh, member 
of the Indiana Public Service Commission, 
considered a petition by the Home Tele- 
phone Co. asking for an increase in rates 
in Portland. In an answer filed by the 
city it was set out that the company is 
operating under a franchise and a con- 
tract entered into with the city of Port- 
land in 1902, whereby the Home Telephone 
Co. agreed to furnish service at a rate not 
to exceed $1.50 a month. 


It is contended that this franchise was 
not surrendered in compliance with the 
public service commission act and still is 
in force. If the contention of the city is 
upheld, it may result in the company being 
forced to refund a part of the rates col- 
lected for several years, as the rates were 
raised some years ago to $1.75 a month. 





Northwestern Bell Company to 


Offer Desk Sets to Farmers. 

The Northwestern Bell Telephone Co. 
has finally abandoned a practice to which 
it has clung from the beginning in supply- 
ing rural service. It has asked the Ne- 
braska State Railway Commission for per- 
mission to offer to rural patrons the use 
of desk sets at an added rental charge 
of 25 cents a month. 


The company says that it has refrained 
from offering this service in the past be- 
cause desk sets are more susceptible to 
hard usage, such as instruments are likely 
to get on the farms, and that the added 
cost of maintenance has made it inadvisable 
to offer this service. In explanation of 
the request just filed, the officers say that 
there is an increasing demand from farmer 
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patrons for more attractive telephone in- 
struments than the sturdy wall sets so long 
supplied, and that the company owes a 
duty to them to give them what they want, 
if they want the desk sets. 

The Northwestern Bell company has also 
asked the commission for authority to add 
a $12 charge for the installation of colored 
hand sets. This is suggested as a proper 
charge in view of the fact that such in- 
stallation also calls for cords colored to 
match that of the instrument, and _ that 
thereafter there will be no extra charge 
for the colored handset over that made 
for the black handsets. 


Pioneer Company to Purchase 
Property at Benson, Minn. . 

The Pioneer Telephone Co. of St. Paul, 
Minn., has been authorized by the Minne- 
scta Railroad & Warehouse Commission 
to purchase all the common capital stock 
of the Swift County Telephone Co., of 
Benson, from Dr. C. L. Scofield, Theodore 
Hoiland, Julius Hoiland, and S. H. Hud- 
son. 

The Pioneer Telephone Co., the com- 
mission states, is prepared to render as 
good a grade of service as has been ren- 
dered in the past, and no change in rates 
charged subscribers for service is pro- 
posed. The owners of the Pioneer com- 
pany are principally experienced and suc- 
cessful telephone men operating Independ- 
ent properties in Minnesota. Jay Greaves, 
of Glencoe is president, and H. F. Lued- 
ers, of Norwood, secretary, of the Pioneer 
company which maintains an office in 
St. Paul. 


Asks Stock Issue to Finance Ne- 
braska Company Improvements. 
The Nebraska Central Telephone Co., 

of Gibbon, Neb., has asked the state rail- 

way commission for its approval of a 

proposed issue of $10,000 more 7 per cent 

preferred stock. D. E. McGregor, presi- 
dent, says that the proceeds will be used 
to retire $2,000 worth of short-term notes 
and the remainder to finance improvements 
on the exchanges at Ansley and Arcadia. 

These will include rebuilding of plant, a 

new building and a new switchboard. 
Mr. McGregor says that the company 

has long followed the practice of financing 
improvements out of earnings, which have 
been reinvested very largely, through the 
years, but the policy has now been adopted 
of paying dividends as they are earned, and 
financing improvements out of new capital, 
as better business and calculated to make 
a market for stock. 


Demand for Better Service Leads 
Company to Sell. 

The New York Telephone Co. was re- 
cently authorized by the Interstate ‘ om- 
merce Commission to take over the ;rop- 
erties of Our Own Telephone Co., \ ich 
operates a system in portions of Ma son 
and Onondaga counties, N. Y., with ai: eX- 
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ASSOCIATED TELEPHONE ; 


AND 


TELEGRAPH COMPANY } 


Paid-Up Capital Over $15,000,000 
Kansas City Chicago New York 


v 


HE ASSOCIATED TELEPHONE AND TELEGRAPH 
COMPANY, which is owned by British and American 
Interests, undertakes outside of United States of America: 








1. Engineering, Construction, Management and 
Operation of Complete Telephone Installations. 


2. The Examination, Negotiation and Acquisition 
of Telephone Concessions. 


3. Financing Telephone Operating Properties, or 
Extensions to Existing Plant. 


THE ASSOCIATED TELEPHONE AND TELEGRAPH 
COMPANY and its Allied Companies own and manage 
directly or indirectly upwards of 300,000 Telephones, and 
are connected with important British and other Manufac- 
turing and Financial Interests throughout the World. 


Corporate Headquarters: 100 West Monroe Street, Chicago $ 
> Cable Address: “‘TELANTEL” 


Bankers in U. S. A. 


Harris Trust and Savings Bank, Chicago, U. 8S. A. 
Continental Illinois Bank and Trust Company, Chicago, U. S. A. 
Commerce Trust Company, Kansas City, U. S. A. 
Guaranty Trust Company of New York 
U. S. Financial Agents: Theodore Gary and Company, 
Kansas City 


Bankers in London 
Westminster Bank, Limited 


London Financial Agents: Theodore Gary and Company London 
Stafford House, Norfolk Street, Strand, London, W. C. 2. 


























[FP 





























ra 


GALVANIZED 
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PRODUCTS 
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The pure zinc coat- 
ing on @rapo Gal- 
vanized Telephone 
Wire and Strand is 
non-peeling, non-crack- 
ing. Even when subject- 
ed to splicing, twisting 
or bending, this protective 
coating remainsuninjured. 


Thatis why @rapo Galvan- 
ized Products are outlasting 
all others in actual service. 
That is why users, year after 
year, are reducing maintenance 
costs to new low levels.... 


@rapo Galvanized Telephone 
Wire and Strand can be obtained 
from representative Jobbers. In- 
sist upon @rapo quality! You can 
identify it by the @rapo Tag.... 


Indiana Steel & Wire Co., 


Muncie, Indiana 
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j You can tie your 
wire chief’s hands.... 


.... With only a few feet of inferior cable. Yet the 
difference in cost between the cheapest cable made 
and Western Electric is not important when viewed 
in the light of the need for uninterrupted service, 
For a relatively small difference in price, you get a 
product so uniformly free from defects that the 
sense of security you buy becomes worth dollars 
more. 


The same principle holds true, of course, for 
every piece of telephone equipment beginning at 
the operator’s chair and ending at the subscrib- 
er’s set. 


All such equipment supplied by Graybar carries 
with it the double advantage of Western Electric’s 
long experience in manufacturing and Graybar’s 
vast facilities for 
distributing. 


THE GRAYBAR 
TAG — SYM- 
BOL OF DIS- 
TRIBUTION. 





Successor to Western Electric Supply Dept. 


Offices in 72 Principal Cities—Executive Offices, Graybar Bldg., 
Lexington Ave. and 43rd St., New York 
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change at Chittenango, which serves ap- 
proximately 450 subscriber stations. 

On May 21, 1929, the New York com- 
pany contracted to purchase all the phys- 
ical properties of Our Own company, for 
$43,000. An appraisal made by the dis- 
trict plant engineer of the New York 
company found the reproduction cost new 
of the properties to be $71,698, and less 
depreciation $40,320. 

In 1928, operating revenues and oper- 
ating expenses of Our Own company were 
$14,707.87 and $14,750.68, respectively. 

The territory served by Our Own com- 
pany, the commission found, is about 15 
miles east of Syracuse. 

The village of Chittenango has a popu- 
lation of about 760, and the surrounding 
territory is generally rural in character, ex- 
cept for the summer development along 
Oneida Lake. Due to the proximity of the 
section to Syracuse, and the tendency of 
residents of that city to move into this 
suburban district, there is an increasing de- 
mand for a higher grade of service than is 














Seymoue Smitx 


TELEPHONE 
TREE 
PRUNERS 


A 100% Satis- 
factory Line of 
Tools for Line- 


men’s Use. 







EASY OPERA- 
TION 


LONG LIFE 
MAX. SAFETY 


The approved equip- 
ment of the largest 
public utility com- 
panies. 


Write to our sales rep- 
resentative or to us for 
descriptive matter and 
prices. 





Sales Representative 
John H. Graham & Co., Inc. 


113 Chambers St. 
New York City 


MFG. BY 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn: 




















EVER-PROTECT CABLE COMPOUND 
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usually required in the rural communities. 
Our Own company is unwilling to 
finance the necessary additions and im- 
provements to meet the growing demand 
for service, and desired to dispose of its 
properties. The applicants estimate that an 
expenditure of about $25,000 will be re- 
quired for reconstruction and extension 
work, and the New York company is pre- 
pared to expend whatever amount may be 
necessary, to assure satisfactory service. 


Court Protects Company’s Conduit 
From Unreasonable City Action. 
The Court of Common Pleas of Hamil- 

ton County, Ohio, held, in the recent case 

of the Cincinnati & Suburban Bell Tele- 
phone Co. v. the city of Cincinnati, et al, 
that where plans of the city for improv- 
ing the street required the removal of the 
tracks of a street railway company from 
the center and their relocation on each side 
of the street, which would place one set of 
tracks directly over the telephone <on.- 
pany’s conduits, since there was no reason- 
able necessity for such change, which in 
effect would destroy valuable . property 
rights of the telephone company without 
compensation, the legislative | authority 
granted was arbitrary, unreasonable and 
unwarranted. This decision was rendered 

August 7. 

The Cincinnati & Suburban Bell Tele- 
phone Co. asked for an injunction restrain- 
ing the city of Cincinnati from proceeding 
with the proposed work of the Cincinnati 
Street Railway Co. in such a manner as 
to destroy the conduit system owned and 
operated by the telephone company be- 
neath the surface of the street. The con- 
duit contains all the wires and other para- 
phernalia necessary to furnish telephone 
service for subscribers in that area. 

The telephone company obtained the 
right to construct this conduit system by 
authority of the general statutes of Ohio, 
and pursuant to the terms of an ordinance 
of the city of Cincinnati,, which gave it a 
special permit to construct the system, the 
work being completed in 1906, and has 
been maintained since that date in its 
present location. 

In October, 1928, the engineer of high- 
ways told the telephone company that it 
was contemplated to relocate the tracks in 
a certain section of the city on the sides 
of the street. The telephone company 
stated that the relocation of the track 
would require the removal of its conduit 
system to some other location in the street 
at great expense, and that if the reloca- 
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tion were ordered, the telephone company 
should first be compensated for the dam- 
age and expense thereby imposed upon it, 
or some provision made by the railway 
company for such compensation. The rail- 
way company conceded that no compen- 
sation was ever offered the telephone com- 
pany, nor provision made therefor. 

It was further claimed by the telephone 
company that it is not necessary for the 
public welfare, nor for the proper use of 
the street, or for the efficient operation 
of the street railway line of the Cincin- 
nati Street Railway Co. that these tracks 
should be relocated on the sides of the 
street; that the proposed action of the 
railway company with respect thereto, 
with the practical destruction of the tele- 
phone company’s property rights, is un- 
reasonable and arbitrary, and is a taking 
of its property without due process of 
law, and without compensation, in viola- 
tion of the constitution of Ohio. 

The court came to the conclusion that 
there was not reasonable necessity for the 
change in the location of the tracks, which 
change, in effect, destroys property rights 
granted to the telephone company, by 
legislative authority and guaranteed to it 
by the constitution of Ohio and the con- 
stitution of the United States. 

The legislative authority granted the 
railway company was arbitrary, unreason- 
able and unwarranted, the court stated; 
further that the telephone company has 
sustained the necessary burden of proof 
imposed upon it by law and that the legis- 
lative authority granted had no reasonable 
relation to the health, morals, safety and 
general welfare of the community. 

Therefore the permanent injunction 
prayed for was granted by the court. 


Summary of Commission Rulings 
and Schedule of Hearings. 


CALIFORNIA. 


September 3: Interstate Telegraph Co. 
authorized to establish toll rates for serv- 
ice into the Lucerne Valley, effective on 
and after October 20, 1929. 

September 3: The Pacific Telephone & 
Telegraph Co. applied for authority to 
transfer to Associated Telephone Co., Ltd., 
315 shares of common stock of Santa 
Monica Bay Home Telephone Co., and 
1,689 shares of common stock of Associ- 
ated Telephone Co. in consideration of 
12,966 shares of capital stock of Associ- 
ated Telephone Co., Ltd., at $23 per share, 
and the balance of the purchase price 
$110,768, in cash, making a total consider- 
ation of $408,986. 

September 4: Upper Lake Farmers 
Telephone Association applied for aut! 10r- 
ity to sell, and Northern California Tele- 








EFFECTIVE in maintaining your underground 
and aerial cable in perfect condition 





MITCHELL 








NATIONAL CABLE | COMPOUND CO. 





INDIANA 





Creosoted Wood Conduit 


Railroad Ties, Bridge Timbers, Piles, Poles, Poving Bios % 
and Lumber—Manufacturers of Cross Signal ns 
and Wyckoff Conduit for Underground Wires. 


The Wyckoff Pipe & Creosoting Compan) 


OFFICE: 522 5th Ave., N. Y. 


Established 1881 ; 
WORKS: Portsmouth, V: 
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Pliers 

Belts 

Tackles Lag Wrenches 

Climbers Since Wire Grips Tree Trimmers 
1857 

Tool Bags Safety Straps Sleeve Twisters 

















TELERINC— 


V I C T O R For Central Office and PBX Ringing 
TELEPHONE 
cei 3 


MONEY 
BACK 
GUAR- 

ANTEE 





Uniform quality , 
assures tO you a a" 82° eS aa 
lower average in POSITIVELY NO RADIO INTERFERENCE 
replacement cost. Very low current consumption. 


Hundreds of satisfied users. 


Equip your PBXs with TELERING and release the 


cable pairs for service. 


Price $44.00 — F. O. B. Elyria 
Clfé Carbon Produ ucitsCG IY PAYS FOR ITSELF ‘ 


LANCASTER, HIO Sold by Leading Telephone Distributors 


11 South La Salle Street, Chicago Telkor, Inc., Elyria, Ohio 
(Write for booklet) 


AMERICAN CROSS ARM & CONDUIT CO. 


THE OLDEST AND LARGEST PRODUCERS IN THE WORLD 













































Note protection at corners al 


Alaclee. Insulated Staples 


Trade Mark 


Unequalled for telephone and 
bell wiring. The fibre insu- 


Mills on Pacific Coast—Atlantic Coast—Texas 
Factories at Chicago, Kansas City, Newark 


6 lation prevents troublesome CREOSOTED YELLOW PINE 
short circuits and grounds. CROSS ARMS and CONDUIT 
4 Sizes. Pat. Nov. 1900 


Locust Pins — Oak Brackets 


OFFICES—1458 McCormick Bldg—CHICAGO 
220 Broadway—NEW YORK 


Write for samples 


Blake Signal & Mfg. Co. 


BOSTON. MASS. 
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Valuat' —Inductive Interference 


—Plant 
Expert Administrative Counsel for Utilities 


JAY G. MITCHELL 


TELEPHONE ENGINEER 
Member A. I. E. E. 
Member W. S. E. 


1509 South Park Ave. Springfield, Ill. 














Frank F. Fowle & Co. 
Electrical and Mechanical 
ENGINEERS 


Monadnock Building CHICAGO 

















COFFEY SYSTEM & AUDIT CO. 
CERTIFIED PUBLIC ACCOUNTANTS 
Consolidated Bldg. Indianapolis, Ind 


AUDITORS 














THE BOWDLE SYSTEM 


Always shows you where you stand. 
We have solved the bookkeeping prob- 
lem of a large number of companies. 


Write us about our 
monthly audit. 
Bowdle Accounting Systems 
Cerro Gorde, Illinois 

















During recent years 
I have been a See 





to appraise - =e 
TELEPHONE Exchanges over 
: the Toned je 
The list totals 663. 
Would you like to 
avail yourself of my 
services? 


903-4 Lemeke Building 


IN 
INDIANAPOLIS 











CONSULTING TELEPHONE 
Ww. C. POLK 


Plans, Estimates and Reports, 
Appraisal and Supervision 


ENGINEERS 
J. W. WOPAT 


Can arrange a moderate amount of financing 


406 West 34th St. Kansas City, Mo. 














W. H. CRUMB 


Telephone Engineer 


9 South Clinton St. Chicago 











J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies 
J. G. Wray. Fellow A. I. E. E. 
Cyrus G. Hill 


2130 Bankers Bldg., Chicago 
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phone Co. to purchase and operate, the 
properties of the former serving the town 
of Upper Lake, Lake county, for a pur- 
chase price of $849, representing physical 
value of the equipment. 

September 24: Hearing before Com- 
missioner Leon O. Whitsell at Los An- 
geles on commission’s investigation into 
the rates, practices and operations of the 
Associated Telephone Co. (serving Long 
Beach and San Bernardino), Home Tele- 
phone Co. of Covina, Huntington Beach 
Telephone Co., Redondo Home Telephone 
Co., Laguna Beach Telephone Co. and 
Santa Monica Bay Telephone Co. 

ILLINOIS. 

September 10: Hearing at Chicago be- 
fore Commissioner Gilbert in the matter of 
petition by the Tri-County Mutual Tele- 
phone Co. to enter into a lease and con- 
tract with E. T. Sallee covering the man- 
agement and operation of its telephone 
property in the state of Illinois (Ogle 
county) for a period of 20 years. 

September 11: Hearing at Chicago be- 
fore Commissioner Wilson in the matter 
of the proposed advance in rates for serv- 
ice of the Illinois Commercial Telephone 
Co. in Belvidere and Garden Prairie, stated 
in rate schedule Ill. C. C. No. 2 filed by 
the company. 

KANSAS. 

August 26: Complaint dismissed of 
Reginald Cook and others, patrons of the 
Kansas Telephone Co. at Irving, vs. the 
Kansas Telephone Co. 

August 26: Application granted of J. 
W. Ratts for a certificate of convenience 
and authority to transact the business of 
a telephone utility at Deerfield. 

August 30: Application filed by the 
Rolla Telephone Co. for permission to sell 
its plant and property at Rolla. 

August 30: Application filed by W. S. 
Bullard for a certificate of convenience 
and authority to transact the business of a 
telephone utility at Rolla. 

August 30: Complaint filed by Raymond 
Reise against the Centralia Telephone Co. 

August 30: Application filed by the 
Ozark Township Telephone Co. for a writ 
of convenience and authority to transact 
the business of a telephone utility at Mont 
Ida. 

MICHIGAN. 

September 12: Hearing on application 
of Tri-County Telephone Co. for increased 
rates on its Adrian exchange. In the ap- 
plication the company declares its present 
rates inadequate, as no amount was al- 
lowed for depreciation. It asks an in- 
crease from $1.75 to $2.75 a month in the 
residence rate for individual service, from 
$1.45 to $2.50 for a two-party line, and 
from $1.15 to $2 on a four-party line 
service. Its request for business rate mod- 
ification in Adrain asks for a boost from 
$3.45 to $4.25 a month on an individual 
line, and from $2.88 to $3.50 on a two- 
party line. 

Outside of Adrian in the farming com- 
munities, the company seeks a_ business 
rate increase from $1.75 to $2.75 and a 
residence raise from $1.45 to $2 a month. 

Missowrt!. 

August 24: After a formal hearing in 
the matter of the Walnut Grove Commun- 
itv Club, complainants, vs. the Central 
West Missouri Telephone Co., defendant. 
the commission ordered that the Central 
West Missouri Telephone Co. be required 
to give free commercial service between 
the Ash Grove and Walnut Grove com- 
panies: and that if satisfactory arrange- 
ments can be made with the managers of 
Everton, Willard, Aldrich, Eudora and 
Dadeville companies, free commercial lines 
shall be extended to these points. 

September 6: Application filed by the 
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PEARL 
Life-time 


Drop-Wire 
BRACKETS 
Save time, eliminate trouble. Hot galvanized 
screw-hooks and malleable castings are separ- 
able and indestructible. Standard 2-groove por- 
celain. Stocked by + eee Manufac‘@rers. 
WM. H. PEARL CO. Indianapolis, Ind. 











ACCOUNTING 


HERDRICH AND BOGGS 


Certified Public Accountants 
Specializing on Public Utilities 


901-7 Continental Bank Bldg. 
Indianapolis, Indiana 











Universal Insulators 


will support your drop wires 
to your entire .satisfaction 
and at a minimum cost. 
Are you a user? Samples 
free on request. 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 

















Creosoted 


CEDAR POLES 


Prompt Shipment via Rail or Water 


CASCADE TIMBER CO. 


822 Tacoma Building Tacoma, Wash’ 














KEARNEY 
Solderless 
Service 
Connectors 


| For Telephone Service Taps 
Main Office - - ST. LOUIS, MO. 














CONSULTING 


Telephone Engineer 
GARRISON BABCOCK 
1107 White Building 
SEATTLE - WASHINGTON 














NAUGLE POLES 


Northern and Western Cedar 
Butt-treated or Ploin 


NOLO] Os 0) ora OO 


59 Fast Madison St. 


, Chicago 





KEARNEY | 


Non-Chaffing 
Cable Ring Saddles 
5 Sizes 


Main Office ST. LOUIS, MO. 
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Central West Telephone Co. for an in- 
crease of rates for Lewistown, Lewis 


county. The company proposes to re- 
build the exchange there at an estimated A I ER RO OF ORD 
expense of $10,000. The application states 
that under the present rates it will not be 


ble to earn a fair return when improve- M 
oth are made. Receiver — so * e oe Desk Stand 


A majority of the subscribers, the appli- 
cation states, favor the improvements con- RUNZEL-LEN Z 
templated and are willing to pay the in- 
creased rates for better service. It is 


proposed to increase direct business tele- Electric Mfg. Company 
phones from the present $1.50 per month 1751N. WESTERN AVE. 


to $2.50 and direct residence lines from 


$1, the present scale to $1.50. CHICAGO, ILL. 
NEBRASKA. Dependable since 1904 
September 4: Application filed by the N ’ P 
Nebraska Central Telephone Co., of Gib- ot merely moist- 
bon, for authority to issue $10,000 of addi- ure proof but act- 
tional 7 per cent preferred stock to - ually water proof 

used in retiring short-time indebtedness an ; 
for additions and betterments at Ansley are these receiver 





telephones, mines 
and tunnel work 
where extreme 
moisture and damp- 






















and Arcadia exchanges. and desk stand ness takes its toll 
September 5: Application filed by cords. Due to the of cords not fit to 
Northwestern Bell Telephone Co. for au- rubber jacket which combat such con- 


thority to establish a charge of $12 for in- 


stallation of colored handsets. acts as both insu- 


ditions. 


September 5: Application filed by lating and water Furnished only with 
Northwestern Bell Telephone Co. for au- proofing medium, black mercerized 
thority to offer to rural patrons at all ex- these cords are cotton braid. 


changes a desk set service as a substitute recommended 

for wall sets, at an additional charge of f 

25 cents per month. or outdoor 
NortH Dakota. equipment, 

August 9: Dakota Public Service Co. portable 
filed application for authority to increase 
telephone rates at Devils Lake. 

August 21: Application granted of 
Northwestern Bell Telephone Co. for au- 
thority to discontinue its toll station at 
Dwight. 

August 23: Milnor Rural Telephone 
Co. of Milnor filed metallic rural service 
rate. 

August 24: First Farmers Telephone 
Association of Lansford filed application 


for authority to dismantle one-half mile of 66 99 
telephone line along Soo Line right-of- Underwriters and U NIQUE 


way, east and west, and to build three- 


Various lengths 


available. 
Prices and com- 
plete details 
gladly given 
without 
obligation 





























quarters mile of line along the east side Distributors of THE HEAT PROOF 
of section 29, Lewis township. 
é OKLAHOMA. Independent BALANCED 
September 16: Hearing at Oklahoma | 
City on the complaint of the Ketchum Telephone Company LADLE 
Hotel vs. the Southwestern Bell Telephone mae 
4 Co. The hotel company is applying for Securities 
permission to install its own P. B. X. tele- »— 
. phone board in its hotel at Tulsa and fix 
rates for trunk lines. . 
September 16: Continuation of hearing Our 19 years’ experi- 
On investigation in the matter of fixing ence in the tele- 


rules and regulations as to telephone serv- 
ee in Oklahoma. This hearing pertains 
especially to rule 20, affecting question of 


phone and _ public 


utility fields enables Reduces 

















Private ownership of telephone equipment us to be of real ser- Overhang 
, and facilities. The proposed rule reads: vice to you. 
“Telephone utilities should own and be re- toa 
7 sponsible for the maintenance of all lines H * s 
and equipment within the exchange area. 0 Minimum 
Special service shall be maintained where 
the subscriber has furnished special equip- . 
ment upon agreement of the utility until We welcome your You pour the metal exactly where you 
such time as he ceases to be a subscriber inquiries for financing or want it. Drop by drop or in a 
or until! the utility has purchased the outright purchase stream! 
quipment in question. No new arrange- The ladle cannot slip, twist or pull 
ments of special service of this nature will out of the ventilated handle. 
he req red of the utility where it objects 0 Interchangeable—no holes to drill—a 
—- § to sam The Hotel Men’s Association of screw driver is the only tool required 
E fimeri through its Oklahoma _ branch, to attach or remove P ’ 
p Nas file’ a protest against this rule and CAMMACK, CLARK 
will be represented at the hearing. : Four Sizes: 2,” ~ 3”. 34”. 4” 
4 54, WISCONSIN. & COMPANY, Inc. ins 
og wet: 24: Consolidated Telephone Co. GET ONE ON TRIAL. 
t Wisconsin ordered to discontinue its 208 S. La Salle St. 
¢ oe chedule of rates for switching Chicago UNIQUE MFG. CO., INC. 
x — its Butternut and Fifield ex- oe . 
Bile ges and place in effect another sched- 221 Whiting St. Chicago, Ill. 
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OPPORTUNITIES! 


Rates J0 cents per word, payable in advance. Minimum charge $2.00 for 20 words or less. 





“REBUILT” TELEPHONE 


APPARATUS 


aad exchange equipment saves you 3U 
to 50 per cent—quality and efficiency 


cuaranteed. 
EVERYTHING YOU NEED 


tor the installation and operation of a 


complete exchange—Magneto or 
tral Energy. 


Cen- 


TWENTY YEARS’ SUCCESSFUL 


OPERATION 


of our “Rebuilt” 


Equipment Depart- 


ment puts it past the experimental 


stage. 
gain Bulletin. 


ADDRESS 


“Rebuilt” Equipment Department 


Ask for our Free No. 78 Bar- 


Premier flestric Lompany 


Chicago, II. 


“REBUILT” 
PREMIER meens something. 


when connected with 








RECONSTRUCTED EQUIPMEN’, 


Kellogg No. 28 3-bar 1000 or 1600 ohm 
Bdg. desk sets @ $10.00—4-bar 
$10.75—5-bar (all with New Cabinet 
inside connection signal sets) 

Kellogg No. 742 Common battery steel 
hotel sets with straight line or 
16-33-50 and 66 cycle ringers @.... 

Swedish Am. 5-bar 1600 ohm Bdg. com- 
pacts with Kellogg Transmitters @.. 

Kellogg No. 101 or 301 combine line 
drops and jacks, per strip of 5 @.. 

Gray 38-slot wall or desk type pay sta- 
tions @ 

Dean No, 240 type 3-bar 1000 ohm Bdg. 
compacts with Kellogg Transmitter @ 

Dean No. 240 type 4-bar 1000 or 1600 
ohm compacts, Kellogg Transmitters, 


Am. Elec. No. 36 4-bar 1000 ohm Bdg. 
compacts with Kellogg Transmitters 


Stromberg No. 599 type 4-bar 1000 or 
1600 ohm Bdg. compacts with Kellogg 
or Stromberg transmitters @........ 

Write for Our Bulletin 

REBUILT me EQUIPMENT 


ot Inc. 
1940 W. 2ist St., Chicago 


@...$41.50 


6.75 
8.25 
7.50 
5.75 
6.75 


7.50 


6.50 


6.90 


co. 





POSITIONS WANTED 





POSITION WANTED—By 


young 


man with seven years’ practical expe- 


rience in both commercial and 
Capable of managing either 
battery or magneto plant. 
good references. 


TELEPHONY. 


plant. 
common 
Can furnish 
Address 7562, care of 








WANTED TO BUY 





WANTED TO BUY—2 or 3 100 Ibs. 


covered outside wire; either single or 


double. 


boro, Ark. 








IF YOU ARE IN NEED OF 
THE FOLLOWING 


Kellogg Desk Stands—Magneto 
or local battery, with or with- 
out induction coils or retard 
coils. 


Kellogg Steel Hotel Sets either 


retard or induction coils, 
straight line or harmonic 
ringers. 


Kellogg No. 259 Steel Signal 
Boxes, with or without induc- 
tion coils, straight line or har- 
monic ringers. 


Kellogg No. 75 Steel Signal 
Boxes, straight line ringers. 
Kellogg No. 404 Steel Signal 
Boxes, straight line ringers. 


Kellogg No. 408 Wood Signal 
Boxes, straight line or har- 
monic ringers. 


We Have Them. 
for prices. 


Electrical Instrument Repair Go. 


1721 West Adams 8t. Chicago, Il. 


Write 











FOR SALE 


W. E. 24-VOLT switchboard lamps @ 
$10.00 per 100. Bakelite mouth-pieces 
for W. E. Transmitters @ $6.00 per 100. 
Armatures for W. E. No. 22 generators 
@ 75c, for W. E. No. 47 generators @ 
$1.00, for W. E. No. 48 generators @ 
$1.25. Monarch Ring, Listen and Ring- 
back Keys @ $1.00. No. 17 parallel 
bronze drop wire @ $6.50 per 1000 feet. 
The TELEPHONE REPAIR SHOP 

6966 Ravenswood Ave., Chicago. 








FOR SALE—400 station magneto 
telephone plant, annual gross income 
$8,000.00; located in wheat belt western 
Kansas. Address Box 11, Spearville, 
Kans. 





FOR SALE — One _ Holtzer-Cabot 
Motor Generator Set, direct current 
Generator, Type M, Size 30, Kilowatts 
30, Volts 60, Amperes 500, Speed 1200; 
Compound Wound Motor, 220 Volts, @ 
Cycle. For further information and 
price address The Lima Telephone and 
Telegraph Company, Lima, Ohio. 








HELP WANTED 





WANTED—First-class Cable Splicer, 
principally maintenance and _ trouble 
work, both aerial and underground, 


permanent position to good man. An- 
swer, giving references, to Petroleum 
Telephone Company, Oil City, Penna. 








Rice Belt Tele. Co., Jones- | 





Stromberg-Carlson 


Common Battery 
Desk Sets 


988 or 986 type desk stands 
with steel bell boxes, code 
No. 1132. 


Straight Line 


Harmonic Ringers 


Buckeye Telephone & Supply Co. 


1432 S. Parsons Ave. 
COLUMBUS, OHIO 














WANTED—Experienced combination 
wire chief-construction foreman familiar 
with Bell methods and Kellogg service 
switchboards. Good education and clean 
morals necessary; large company in the 
South. Salary, reference and complete 
record of experience must be given in 
first letter. Address 7565, care of 
TELEPHONY. 





WANTED—Combination 
outside magneto and common battery 
repairman. Good education and clean 
morals necessary; large company in the 
South. Salary, reference and complete 
experience record must be given in first 
letter. Address 7564, care of TEL- 
EPHONY. 


inside and 











TO OBTAIN the Right 
Man for your require- 
ments, an “Opportunity’s” 
advertisement will place 
him in touch with you. 
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